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Writing A New Chapter 
In Ohio National History! 


July 1937 was the largest July in volume 
of written and paid business in the 


history of the Company. 


July also continued the march of high 
production set for 1937 by the Field 


organization of this growing Company. 


Nineteen hundred and thirty-seven is a 
new chapter in the steady growth of the 
Ohio National. That is why so many 
successful underwriters are associating 


themselves with the Ohio National. 


Fors a General Agent's contract write — JOHN H. EVANS, Vice-President 


CINCINNATI, OHIO 


T. W. APPLEBY, President 
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Bowles Suggests 
ortality Study 
nU.S. and Canada 


President of Commissioners 
Association Tells Canadian 
He Will 











Superintendents 
Name Committee 





Many questions uppermost in the pub- 
c mind relating to the possible need 
oa new mortality table should be 
reshed out, including the factor of re- 
uced interest yield or the possibility of 
ouble ahead under the policy guaran- 
ee, Commissioner Bowles of Virginia, 
resident National Association of Insur- 
nce Commissioners, declared in a talk 
t the Toronto meeting of the Associa- 
ion of Superintendents of Insurance of 
he Provinces of Canada. He proposes 
0 appoint a special committee of the 
est actuaries to investigate the prob- 
fm in all its aspects for the commis- 
loners association and report conclu- 
ions, and he offered cooperation with 
me Canadian superintendents if they 
hould desire to appoint a similar com- 
ittee, 

The public has become thoroughly in- 
ormed that the old American Experi- 
nice table Overestimates death. Mr. 
Bowles believes an unanalytical policy - 
older could not be blamed for becom- 
g resentful at the apparently enormous 
rofits accruing to life companies from 
€ so-called “gain from mortality.” 


resent System Misleading 


_ While it may be true that these ficti- 
Hous profits resulting from the use of 
bsolete mortality tables are returned to 
ne policyholders in one form or an- 
ther,” he said, “nevertheless, cannot 
ome means be devised whereby a pub- 
¢ not sufficiently well educated insur- 
ncewise may not be so easily mislead >” 

Some of the questions which he cite 
S being current are: “Is the need for a 
‘w mortality table accurately portray- 
pe present day experience upon insured 

*S SO pressing and urgent as to re- 
other action upon the part of both 
* cial and state supervising officials 

once their respective associations? 
pl such a new table result in lower- 
ye ina cost of insurance to the pub- 
lage: an extent as to justify the 
2 gl Preparing it? Is there suf- 
cdg = already available for con- 
shed lb a new table—such as pub- 
nd Slag of | company experience 
Paar mortality studies carried on 
p ne Actuarial Society of America—or 


hould . P : : 
nade? an entirely new investigation be 


“Would new 
Tom the Am 
ables? Is it 
rhich will 
ality to be 
he United § 
bf Canada? 

































tables differ materially 
erican and Canadian Men 
Possible to construct a table 
reflect accurately the mor- 
expected throughout all of 
tates or all of the provinces 














(CONTINUED oN PAGE 16) 








Informing of Public Now 
Is Termed Greatest Need 





_An important and necessary step for 
life company executives to take now is 
to endeavor by all avenues possible to 
inform the public as to all ramifications 
of the life insurance business, Commis- 
sioner J. C. Blackall of Connecticut 
stated in an address at the annual meet- 
ing of the Association of Superintendents 
of Insurance of the Provinces of Canada 
held in Toronto. The average citizen is 
equal to any emergency in which he 
finds himself, Mr. Blackall said; he is 
honest, capable and courageous, but de- 
sires to be informed. “I am satisfied 
that with added knowledge on their part, 
there will be added appreciation both of 
your difficulties and of your accomplish- 
ments,” he said. 


Survey of Four Groups 


In securing material for his discus- 
sion of paramount problems of life in- 
surance he communicated with policy- 
holders, life company presidents, insur- 
ance commissioners and life agents. 
From the replies he derived great con- 
fidence that the constitutional form of 
government does and will prevail in the 
western hemisphere; that capital as an 
institution, though it may need to be 
corrected, has not yet reached the end 
of its usefulness, and that the reward 
for enterprise and thrift still wil be 
available to every man. The investment 
situation took predominance in the re- 
plies, but in most instances there was an 
optimistic attitude and faith in the 
country. 

Many policyholders noted that their 
life insurance was the only investment 
that did not seriously depreciate during 
the depression and that it was the safest 
investment available. The problems 
among policyholders appear to be largely 
in the higher brackets. Men in that 
group, he said, felt the government 
should have more concern for the large 
policyholder who may attempt to set up 
life insurance trusts with no certainty as 
to what the government may do in the 
future in making them taxable either to 
the creator of the trust or to the bere- 
ficiary. An outstandingly successful 
financier felt the government properly 
could adopt an “earmarking” act so estate 
taxes could safely be covered with life 
insurance made payable to the govern- 
ment in event of death. 





Part-time and unfit agents drew some 
fire from the agency ranks. There was 
a general feeling they should be elimi- 
nated more thoroughly than has been 
done in the present program, 

A leading eastern commissioner felt 
that investments represented the out- 
standing problem and proposed liberal- 
ization of certain laws on investments 
without changing fundamental prin- 
ciples. Another commissioner said he 
would like to see the cost of life insur- 
ance to policyholders reduced so the 
protection could be made available to 
many more people. Solicitation and writ- 
ing of unauthorized life, health and acci- 
dent policies through the U. S. mails 
was discussed by another commissioner. 
Faulty investment law was noted by an 
insurance superintendent who found 51 
percent of physical assets of a company 
in real estate and 40 percent in another 
company. A Pacific commissioner found 
it illogical for life companies to con- 
tract at 3 or 4 percent interest on re- 
serve funds when savings banks offer 
only 2 to 2% percent on limited funds 
with power of changing the rate to meet 
existing conditions and restricting with- 
drawals to six months notice. 

Mr. Blackall also presented the view 
points of company executives. One said 
the productive investment of funds is his 

(CONTINUED ON PAGE 16) 





College Course Possible 
Through Essay Contest 





ST. PAUL—Winning the first prize 
of $2C0 in a national essay contest in 
connection with Life Insurance Week 
will make it easier for Claude Zagaria 
of St. Paul to realize his ambition to 
have a university education. 

Claude, who graduated from high 
school last June, planned to take a civil 
engineering course at the University of 
Minnesota but family finances were an 
obstacle. He had about given up hopes 
of entering the university this fall when 
news came that he had won the $200 
first prize in the contest. Previously 
he had won $35 in the preliminary con- 
test conducted by St. Paul Life Under- 
writers. His essay subject was, “Life 
Insurance an Investment in Happiness.” 





Special Dailies from Denver Meet 


Three special dailies will be issued this week from Denver by 
Tue NATIONAL UNDERWRITER covering the annual meeting of the 
National Association of Life Underwriters. They will be published 
on Wednesday, Thursday and Friday and mailed direct from the 
convention city to all subscribers. This is one of the outstanding 
services rendered by THE NATIONAL UNDERWRITER to its subscribers 
as the reports of the talks given at the National meeting contain 
many fertile sales ideas and management suggestions. 

Levering Cartwright, Frank A. Post and John F. Wohlgemuth 
are THE NATIONAL UNDERWRITER editors covering the Denver meet- 
ing while Frank W. Bland, Roy W. Landstrom and R. J. Chapman 


represent the business department. 








Name Cummings 
New President at 
Denver Gathering 





Houston Gets 1938 Conven- 
tion; Attendance of 1,300 
Recorded at National Life 
Underwriters Meet 





By LEVERING CARTWRIGHT 

DENVER—The reason the rank and 
file attend conventions of the National 
Association of Life Underwriters is to 
hear the talks. One of the main rea- 
sons impelling attendance on the part 
of the insiders who operate the machi- 
nery is apparently to engage in political 
maneuvering, both in respect of election 
of new officers and of choice of next 
year’s convention city. They like the 
educational features, too, but the polit- 
ical horse-trading is an enjoyable pur- 
suit. 

Here at Denver a flareup threatened 
in connection with the nomination and 
election of trustees, but the main flarers- 
up were pacified before the meeting of 
the National council Wednesday after- 
noon and the nominating committee’s 
slate was elected. Those who had to 
be soothed were the supporters of 
Ernest A. Crane, Northwestern Mutual, 
[ndianapolis. He was put forward for 
reelection as a trustee, but the nomi- 
nating committee left him off the slate. 
Some of his supporters wanted to nomi- 
nate him from the floor Wednesday 
afternoon, but Mr. Crane would not 
stand for such a move. 


Houston in 1938 


Houston's backers won their spirited 
campaign for the 1938 convention, the 
vote being 111 to 49. 

Here are the new officers and trus- 
tees: 

President—O. Sam Cummings, Kan- 
sas City Life, Dallas. 

Vice-president—Holgar J. 
Penn Mutual, Pittsburgh. 


Johnson, 


Secretary—C. J. Zimmerman, Con- 
necticut Mutual, Chicago. 

Treasurer—Robert L. Jones, State 
Mutual, New York. 

Trustees—Isadore Samuels, New 


England Mutual, Denver; J. Hawley 


Wilson, Massachusetts Mutual, Peoria, 
Ill.; Harry T. Wright, Equitable of 
New York, Chicago; W. M. Duff, 


Equitable, Pittsburgh; Frank B. Sum- 
mers, New York Life, Boston; John W. 
Yates, Massachusetts Mutual, Los An- 
geles; Ray Hodges, Ohio National, Cin- 
cinnati, and John A. Witherspoon, John 
Hancock, Nashville. 

Attendance is in the neighborhood of 
1,300. That is not disappointing in view 
of the fact that Denver does not have a 
particularly populous area from which 
to draw and the convention, coming in 
the vacation season, prevented some 


from attending. ‘ ; 
Many are combining a vacation trip 
(CONTINUED ON LAST PAGE) 
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Sales Ideas Outlined at 


Columbus Mutual Rally 





There were some excellent sales ideas 
presented at the annual agency conven- 
tion of the Columbus Mutual Life at 
Cedar Point, O. The leading agent dur- 
ing the club year was Morris Levinkind 
of Chicago, who therefore acted as hon- 
orary chairman during the entire con- 
vention and introduced the active chair- 
men, they being E. R. Kuck, Botkins, 
O.; Ivan T. Quick, Cleveland; G. J. Do- 
ben, Jackson, Mich., and Van V. Philp 
of Bad Axe, Mich. T. S. Berrage of Gal- 
lipolis, O., who has been the leader for 
many years, was edged out by Mr. Lev- 
inkind, but at the latter’s suggestion, the 
old warrior was elected “honorary chair- 
man in absentia.” 

Mr. Levinkind stated that it would be 
highly desirable to talk about the cases 
that are not closed rather than those 
that were closed and study the causes of 
the failure. Such an analysis would be 
very illuminating and advantage could 
well be taken of these causes to build up 
future strength. He said it is as im- 
portant to know what not to say as 
what to say. Mr. Levinkind said that 
fear was a great obstacle to success. Fear 
can be banished by constant effort. 


Some “Don’ts” Advocated 
For Life Salesmen 


Therefore he gave some “Don'ts.” 

1. Don’t allow fear to overcome you. 

2. Don’t be over zealous. 

3. Don’t do all the talking. 

4. Don’t use the rush act. 

5. Don’t have another agent present 
while you are talking to a prospect. 

6. Don’t make any statement about 
policy provisions unless you know your 
contract well. 

7. Don’t argue with a prospect. 

8. Don’t oversell but gauge a pros- 
pect’s needs and power to buy. 

Mr. Levinkind said that age is no bar 
to successful life insurance work in the 
field. There are many men three score 
and ten and even older that are making 
a big success, as witness the fact that 
Mr. Berrage, the Columbus Mutual Life 
leader for many years, is past 70. Many 
women are successful life insurance 
workers. He said that the number of 
cases is very important in building up 
business. 


Cog Wheel Virtues 
Are Enumerated 


L. E. Pennewell of Minneapolis, who 
for many years was connected with the 
Mutual Life as agent, educator and su- 
pervisor, called attention to the fact that 
in legal reserve life insurance the loss to 
the investor so-called has been insignifi- 
cant. A cash estate is created immedi- 
ately when one pays the premium. A 
will is put into effect that cannot be 
broken. There is no heavy probate 
court expense. A life insurance policy 
is the finest trust agreement. The prin- 
cipal and interest are guaranteed. It is 
an ideal savings account. It is a bond 
which is always at par. It provides a 
definite life income or an annuity. 

Mr. Pennewell had a cog wheel made 
on each spoke of which was a basic at- 
tribute that he felt was necessary to suc- 
cess in selling insurance. They were en- 
thusiasm, tact, imagination, honesty, 
knowledge and then in the center was 
iron will to drive the wheel. 

There must be feeling back of knowl- 
edge, he said, to put life insurance across. 
He said that agents should change to 
the “Do” side of life insurance, telling 
what it will accomplish in a very plain 
but convincing way. He urged his hear- 
ers to construct a picture of the life in- 
surance salesman that each one desires 
to become and then attempt to reach 


that goal. Mr. Pennewell said that 
agents must learn to follow fundamental 
principles. 


m4 Zimmerman of Pontiac, Mich., 
took as his subject “Personality, Pros- 








pects and Perseverance.” He asserted 
that it is possible to control the mind so 
that it will work along certain lines. He 
stated that an agent should make the 
prospect think about his own personal 
needs. The life insurance salesman 
should make up his own budget of ex- 
pense and outlay during the year. Then 
he should figure how much life insurance 
he must write to get the income. He 
said there were 21 agents of the Colum- 
bus Mutual who wrote $100,000 or more 
last year and there should be three times 
that many. 

George J. Abdella of Lancaster, O., 
stated that it is very essential for the 
agent to gain the confidence of the pros- 
pect and to convince him that he has 
the ability to advise him just what he 
needs. He said that every agent should 
be his natural self and not try to imitate 
others, although he can inculcate the 
methods of others in his own to advan- 
tage but he should not blindly follow 
them. He said every agent should meet 
the prospect on his own ground. 


Agent Should Be 
Natural in Approach 


Jack Pallat of Cleveland who in his 
time has been a well known boxer and 
whose brother held the high school 
championship in boxing, also stated that 
an agent should be his own self and not 
try to be some one else. He should be 
a good listener, he should always have 
a good list of prospects ahead of him. 
Mr. Pallat said that he endeavored to 
help people in different ways and they 
thus become under obligations to him. 
He endeavors to get a prospect in the 
mood where he will answer “Yes,” to a 
number of questions and therefore it will 
be difficult for him to say “No” at the 
vital time. He finds that introductions 
are exceedingly helpful either direct or 
indirect in meeting prospects. When it 
comes to asking a prospect to sign on 
the dotted line he does not say, “Sign 
your name,” but “Write your name.” 

At the banquet, presided over by 
Vice-president Carl Mitcheltree, a lov- 
ing cup was presented to Morris Levin- 
kind of Chicago as being the leading 
producer. T. H. Tangeman, vice-presi- 
dent and counsel, and Dr. W. A. Ja- 
quith, medical director, were the chief 
speakers. Brief remarks were made by 
Treasurer C. R. Backus, Barrett Wood- 
small, executive vice-president Ameri- 
can Service Bureau, and C. M. Cart- 
wright, THe NATIONAL UNDERWRITER. 





Woman Salesman 
Wins Distinction 
in Field Work 











VERA V. CAMPBELL 


Those who attended the Columbus 
Mutual Life convention this year were 
thrilled at the talk given by Vera V. 








Campbell of Springfield, O., a young 
woman of charm, personality and vi- 
vacity, who started with the company 
in February of last year and has written 
$225,000 since. She is in the regular 
$15,000 a month class but now definitely 
stated at the convention she would be 
out of that bracket and intends to write 
$250,000 during the forthcoming club 
year. 


Transferred to Ohio 


Miss Campbell’s father was formerly 
a well known producer at St. Louis. He 
was acquainted with E. R. Kuck of Bat- 
kins, O., who conducts quite an organ- 
ization for the company. In that way 
he secured a Columbus Mutual contract 
for his daughter. Miss Campbell started 
to write insurance at Centralia, Mo., but 
she took so many premium notes that 
the company had to call a halt. She 
then was transferred to Dayton, O., and 
began to do very constructive work in 
the field. At Dayton, however, the Co- 
lumbus Mutual told her that thereafter 
she was to take nothing but annual 
business paid for when the application 
was secured. Therefore Miss Campbell 
only writes on the annual payment plan 
and gets a remittance with the applica- 
tion. During the last few months she 
has sold three people out of every five 
approached. 

About 75 percent of her business is 
among farmers. She owns a car and 
drives on an average of between 100 and 
150 miles a day in her rounds. She has 
found that she can sell what she makes 
up her mind to da. She stated that her 
father would write a big application and 
then would lay off for a few days. Miss 





Campbell desires 


dustry. 


In almost all instances she is work. 
ing among strangers. She contacts with 
the women folks, gets them in a mood 
to have the head of the house buy and 
then does her final talking when all the 
She has endeay. 


family are together. 
ored to win the confidence of the womey 
of the household. She is simple, plain 
and convincing in her talk. She rey. 
izes that it is necessary ta do wor 
every day and to keep everlastingly x 
it to get real results. 

The Columbus Mutual Life conducte/ 
a 10-weeks contest for its  so-callej 
“paymaster policy,” which is simply a 
old form dressed up to get agents away 
from the $1,000 form. The “paymaster’ 
is in units of $1,300 and $2,200, | 
provides a monthly income for typo 
years after death. Miss Campbell 
therefore, started out on these “pay. 
master forms” and headed the entire 
agency force in praduction. She wa 
given a zipper bag and also won th 
$25 prize contributed jointly by the 
agents in her territory and company for 
the winner. She is greatly interested 
in the income side of insurance. That 
she finds, is a moving force in present. 
ing life insurance. 

Miss Campbell stated at the conver 
tion it was the first time she had a- 
peared before an audience but she le 
such a great impression and instilled 9 
much confidence that the Columbus Mu- 
tual expects many who heard her to 
be inspired toward a great deal mor 
effective work. 








Continental American Tells 
About Large Size Policy 





In his address before Columbus Mu- 
tual Life agents, President D. E. Ball 
laid especial stress on the desirability 
of agents writing larger policies and in- 
creasing the average. He said the fig- 
ures for the first six months showed 
the Continental American Life seemed 
to have the highest average, it being 
about $6,800. THE NATIONAL UNDER- 
WRITER asked President A. A. Rydgren 
of that company to comment on this 
statement. He says: 

“You raised the question why the 
Continental American enjoys so high an 
average sized policy. There are two 
fundamental reasons inherent in our 
policy equipment and practices, viz., an 
extensive line of preferred class plans 
and then counting family income poli- 
cies as new business for an amount 
equal ta their intial commuted value. 


Family Income Insurance 


“Preferred class policies, issued in 
amounts not less than $5,000 per pol- 
icy, are not only written on the ordinary 
life plan, but also on the very important 
family income plan and the business 
policy plan, the latter being a cheaper 
policy than the ardinary life policy and 
being a sort of cross ‘between the or- 
dinary life and term insurance. Be- 
sides that, prefered class insurance is 
issued on the 10, 15 and 20 payment 
life plan, the life paid-up at 65 plan, the 
income endowment at age 60 plan and 
the income endowment at age 65 plan. 
We pay full commission on preferred 
class insurance. For example, the max- 
imum first year cammission rate, viz., 
50 percent is allowed on the preferred 
class ordinary life plan, and family in- 
come plan, and business policy plan,— 
three plans which are the three most 
popular kinds of insurance issued by this 
company. For the first six months of 
this year, 59 percent by amount of all 
the new insurance placed was on the 
preferred class plan with a $5,000 mini- 
mum policy. 

“The face amount of family income 
insurance written during the first six 





months of this year was 12 percent d 
the total face amount of new insuranct 
issued. Since family income insuranc 
enters our new insurance account for 
its initial commuted value, and since the 
initial commuted value is on the aver 
age well over double the face amount, 
it is obvious that our average amount 
per new policy is very greatly enhancel 
by this practice,—a practice, by the way, 
which while not universal, is followed 
by a great many companies. 

“I think that a company needs mot 
than merely this kind of equipment atl 
this practice to secure a high averagt 
policy. For a period of some years, tht 
Continental American has been strivilf 
for a high average policy not only 
placing at the disposal of our field fort 
policy equipment conducive to sales {0 
large average amount, but also (or 
sciously striven to acquire a sales force 
which could make the greatest use 
thiis kind of equipment. In. shott, 
think it requires both policy equipmet! 
and a practice somewhat like ours # 
well as conscious effort directed in tht 
selection of the field force, over 4 P* 
riod of years, before any such result # 
we now enjoy be at all likely. 

“Because of the foregoing reasons, | 
believe we do get considerably m0 
than our share of the very large cast 
I have no way to be certain of this 
nevertheless we all feel sure of it * 
so happens, however, that we wrote ve! 
few large policies during the first * 
months of this year, probably becat 
there were fewer such policies sis 
taken out in this country so the _ 
average policy for the first six mont 
of this year is certainly not due to "J 
issuing any abnormally large number 0 
large policies.” 


intendent of agencies. 
assistant general manager and sect! 
of the Northern Life Assurance 
ada. 
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Insurance Counsel 
(over Broad Field 
at Annual Meeting 
oe ee Rule 


Would Curb Disability Fak- 
ers, Lawyers Are Told 





WHITE SULPHUR SPRINGS— 
Developments in many fields of insur- 
ance law were laid before the Interna- 
tional Association of Insurance Counsel 
at its annual convention here. The 
meeting was opened yesterday by Presi- 
dent M. N. Chrestman of Dallas and will 
continue until tomorrow noon following 
the election of new officers. Interspersed 
with more serious matters will be a golf 
tournament and a bridge tournament. 
This evening there will be the annual 
banquet, followed by dancing. 


Sees Disability Aid 

Application of the Connecticut rule of 
law to the effect that testimony in con- 
fict with indisputable physical facts 
leaves no real question of conflict of evi- 
dence for the jury would do much to 
cut down questionable disability claims 
and to restore the jury system to the es- 
tem that it formerly occupied, T. L. 
Johnson, Asheville, N, C., declared. 

This doctrine was followed in a recent 
disability case against the Jefferson 
Standard Life in which the claimant al- 
leged disability in spite of uncontro- 
verted evidence that he had worked and 
received his usual salary. The fact that 
the claimant had been paid a salary for 
services performed to the county did not 
prevent the jury from bringing in a ver- 
dict in his favor. 














Followed Connecticut Law 


The North Carolina highest court set 
this aside, following approximately the 
same reasoning as the Connecticut su- 
preme court of errors did in holding that 
a jury’s verdict in favor of a miner who 
lost his eyesight in a premature dyna- 
mite explosion was in conflict with the 
indisputable fact that such care had been 
used in the manufacture of the fuse that 
the fuse company could not be held re- 
B sponsible for the accident. 

_A decided conflict exists among deci- 
sions as to whether statutory provisions 
4% to copy of application for insurance 
be furnished to the applicant also apply 
‘0 applications for reinstatement, said 
W. Calvin Wells, III, of Jackson, Miss. 
Some of the conflict can be accounted 
lor by differences in the phraseology of 
the statute. The Iowa statute, for exam- 
ple, is so broad that it includes that upon 
renewal as well as upon issue any appli- 
Cation or representation of the assured 
— i any manner may affect the va- 
idity of the policy must be attached to 
or endorsed on the policy. 


Four Follow Iowa 


Other 


“ States, though not having a spe- 


od geld provision, have also fol- 
ei je Iowa law. These are Ala- 
sad A - 10, Oklahoma, and Louisiana, 
wach €se states, in order for a com- 
in 4 © assert misrepresentations made 
: a reinstatement application, a copy 
the 12PPlication must be attached to 
Policy, 
ao Mr. Wells said he believes 
die dee tule, in the absence of a spe- 
Towa, “apr provision such - Lage 
pe e recognize y the 
ihe a York, Tennessee, Massa- 
Mississinn’ ichigan, | Pennsylvania and 
effect es These jurisdictions hold in 
bY virtue ; the reinstatement is made 
tained ; or a Contractual provision con- 
n the policy the reinstated pol- 
(CONTINUED ON PAGE 17) 
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American College May 
Secure a Whole Time Man 





Its Leaders Believe Time Has 
Arrived for the Institution to Be 
More Potent 





DENVER—There is much talk among 
the leaders of the American College of 
Life Underwriters about getting an all 
time man to locate in Philadelphia to 
work in connection with Dr. S. S. 
Huebner, president, and Dr. David 
McCahan, dean. The sentiment is ex- 
pressed that the time has come when 
the American College which grants the 
C. L. U. degree needs to have a virile, 
intelligent contact man who can work 
with universities, life underwriters’ as- 
sociations and other badies. The thought 
is that life companies in the future will 
be more and more selective as to their 
agents. They will want to select the 
best talent from universities, they must 
compensate them enough ta _ attract 
them and they must be given training 
so that they can become high grade 
personal producers or schooled for 
supervisory administrative positions. 
Therefore the American College has in 
mind eventually getting a man who has 
had an all round experience, who has 
had educational training, has done field 
work and who has been connected 
prominently and actively with local life 
underwriters’ associations. 

Some of the men who are deeply in- 
terested in the American College de- 
clare that the time has come when it 
should link itself more closely with the 
business, work in harmony with the 
Life Insurance Sales Research Bureau 
and the Life Agency Officers Associa- 
tion, and should attempt to bring its 
own power to the front. There will 
probably be far less men in the busi- 
ness carrying the rate book, but they 








Distinguished Counsel 


Is Taken by Death 








WILLIAM BROSMITH, Hartford 


William Brosmith, vice-president and 
counsel of the Travelers group of com- 
panies, who died Sunday, was the senior 
vice-president. He was admitted to the 
New York state bar in 1876 and en- 
gaged for a time in general practice. 
He gave special attention to corporation 
and insurance law and in 1895 went to 
Hartford. He was one of the most 
eminent men in his profession. 








will be of higher caliber. The American 
College of Life Underwriters people 
feel that it should be a more prominent 
factor in leading men to the higher 
brackets. 








go home. 


talked you into buying.” 


pretty, big lapses do not. 


Independence Square 





A Dentist Complains 


A letter came recently from a dentist, wholly good-natured 
and humorous in tone, in which he said :— 

“Why don’t you educate your salesmen so that they won’t call at 
12 o’clock when you are hungry as a wolf and have only a few 
minutes to snatch sandwich and coffee, or at times when any lunk- 
head ought to know a professional is busy with patients whose 
appointments may have been made two weeks before. When I am 
grinding a cavern, or fiercely probing with my super-sharp pick, or 
am taking a plaster impression, I can’t stop to talk to an insistent 
salesman of product or service. Then there are the 5:15 boys, com- 
ing when you're tired out with the day’s back-bending, and want to 
Deliver me from those avaricious salesmen who try to 
shove into your pocket a $10,000 policy instead of the $5,000 they 


As to the $10,000, when only $5,000 was applied for, we 
happen to know that this astute policyholder once bought 
$10,000 Term, and at delivery accepted, squirmingly, an addi- 
tional ten, both since converted to permanent and put on the 
income basis, to fit a plan he had long before made. 


Get an office appointment by phoning the home in the eve- 
ning. And if you sell take along an additional, but only if he 
needs it and you know he can pay for it,—big volume looks 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


PHILADELPHIA 




















Brosmith, Dean of 
Insurance Counsel, 
Eminent Figure 





Travelers Executive Was 
Conspicuous in His Aitain- 
ments and Valuable Service 





HARTFORD — William Brosmith, 
vice-president and general counsel of 
the Travelers, 82 years of age, died 
Sunday at his home after two weeks of 
illness. He was one of the oldest active 
insurance lawyers in the country. He 
was a prominent Roman Catholic lay- 
man and legal adviser 25 years to the 
Hartford diocese. He was made a knight 
of the Order of St. Gregory in 1933. 
He was given the degree of LL.D. by 


Holy Cross College some years ago. 
Mr. Brosmith was an outstanding figure 
in insurance circles. He had been con- 
nected with the Travelers organization 
for 42 years, during which he repre- 
sented it in many important capacities. 
He was a member of the bar for more 
than 60 years and was one of its most 
prominent and respected representatives 
in the eastern states. 


Mr. Brosmith’s Career 


Mr. Brosmith was born Nov. 8, 1854, 
in New York City. Forced to leave 
school at the age of 13 years, he ob- 
tained most of his early education in 
evening schools. After a number of 
years’ study of the law, he was admitted 
ta the New York state bar March 31, 
1876. He immediately took up the gen- 
eral practice of law, later specializing 
in corporation law, with particular at- 
tention to insurance. He entered the 
service of the Travelers Jan. 15, 1895, 
as attorney. Six years after becoming 
a member of the organization, he was 
made its general counsel. In 1922 he 
was appointed vice-president and gen- 
eral counsel, the title applying to the 
Travelers Indemnity as well as the 
Travelers. When the Travelers Fire 
and the Charter Oak Fire were organ- 
ized he was elected to a similar office 
with them. Of each of the four cor- 
porations he was a director, and was 
also a member of the directorate of the 
Travelers Bank & Trust Company, the 
Connecticut River Bank and the Dime 
Savings Bank of Hartford. 


Insurance Law Authority 


Long recognized as one of the na- 
tion’s leading authorities on  insur- 
ance law, Mr. Brosmith held numerous 
positions of trust and public service. 
He was a trusted consultant of legisla- 
tive committees and commissions in 
several states. As the author or consult- 
ing author of many of his company’s 
policy cantracts and of standard provi- 
sions prescribed by statutes in many 
states for certain forms of insurance, he 
helped to broaden and liberalize the 
service of insurance to the public, there- 
by contributing much to the populariza- 
tion and growth of insurance in general. 

He was a former president of the As- 
sociation of Life Insurance Counsel, the 
International Association of Accident 
Underwriters and the International As- 
sociation of Casualty & Surety Under- 
writers. He represented the insurance 
business before state legislatures, state 
insurance departments, and was a for- 
mer chairman of the insurance commit- 
tee of the American Bar Association. 
During the administration of President 
Coolidge, he was a member of the high- 
way safety committee organized by 
Herbert Hoover, himself later president. 
He was also president of the Hartford 
College of Law. 

In spite of his many professional ac- 

(CONTINUED ON PAGE 17) 
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Hints of New York 
Code Proposal Are 
Given by Counsel 





Better Method of Appeal 
From Superintendent’s De- 
cisions Among Proposals 





+ 

WHITE SULPHUR SPRINGS— 
Intimations of what the new New York 
insurance code proposal will contain 
when it is made public about October 1 
were given by L. M. Gardner, counse! 
New York department, at the Interna- 
tional Association of Insurance Council. 
Mr. Gardner sketched the philosophy 
behind the proposed revision but did not 
go much into detail, saying that it is the 
policy of the department not to disclose 
the specific changes until the draft is 
published and distributed. He invited 
all interested members of the association 
to submit suggestions and _ criticisms 
when the draft is made public. 

“One of the fundamental questions 
considered in the proposed revision is 
the suggestion that almost all adminis- 
trative decisions of the insurance depart- 
ment be reviewed by what were for- 
merly orders of certiorari,’ Mr. Gardner 
said, “While the revision was in process 
of preparation, the legislature amended 
our civil practice act to abolish orders 
of certiorari effective Sept. 1 of this year 
and such proceedings thereafter will be 
called ‘a proceeding against a body or 
officer.’ 


Review Method Important 


“Today, with more and more boards 
and commissions being established, it is 
most important that the law provide a 
method for the review of administrative 
action. A superintendent of insurance 
may make a mistake of judgment and, 
it is conceivable, be influenced by im- 
proper consideration. 

“It is felt that the right of review 
should be definitely given in our law and 
so such a provision is now in proposed 
revised law. A very valuable right can 
be either granted or denied by an admin- 
istrative decision and if a person or com- 
pany believes that the administrative 
action is not correct, the right of judicial 
review should be, and is in many cases, 
specifically granted in the proposed law. 


Courts Final Arbitrators 


“In my opinion, the review of an ad- 
ministrative decision, in all fields will 
become very important. As lawyers, we 
should see that all laws giving adminis- 
trative bodies delegated power should 
provide for judicial review. In spite of 
all criticisms, our courts still stand as 
final arbitrators of dispute. While they 
may be slow at times and not always 
satisfactory to all parties, especially the 
losers in litigation, they still represent 
the best system we have devised of set- 
tling disputes.” 

One complete article in the revision, 
Mr. Gardner said, is devoted to the 
insurance contract, bringing together 
all the scattered sections prescribing 
forms of policies. The principle under- 
lying the present section 58, applying 
only to life insurance, to the effect that 
the insured should be given a copy of 
all the contractual provisions which may 
defeat or diminish his rights is a sound 
principle for the protection of the insur- 
ance public and it is believed should be 
extended to all types of insurance except 
surety contracts and surety bonds and 
group insurance or group annuity bonds, 
he said. 

The requirement of notice from the 
fact that premium is due, now required 
in almost all forms of life insurance, was 
(CONTINUED ON PAGE 18) 








Olson in Telephone Broadcast 





About 60 New England agents of the 
Mutual Trust Life held a regional con- 
vention this week in the White Moun- 
tains at Bretton Woods, N. H. A fea- 
ture of the banquet was a_ telephone 
broadcast by President E, A. Olson from 
Chicago (shown above). Mr. Olson 
made similar talks at regional meetings 
at Lake Delton, Wis., and Lake Wawa- 
see, Ind. 

“Quality Business from Quality 
Agents” was the theme of the conven- 
tion. Vice-president A. B. Slattengren 
was in charge of the Bretton Woods 
meeting, assisted by L. R. Lunoe, su- 





perintendent of agencies, and Harry J. 
Nelson, agency secretary. Business ses- 
sions were held in the morning with the 
afternoons and evenings devoted to en- 
tertainment. G. A. Hatzes, Manchester, 
N. H., general agent, presided at the first 
session and was presented with an oil 
painting of Old Faithful, the company’s 
emblem, for having completed five con- 
secutive years as a member of the 
Monthly Standard Club. A. E. Richard- 
son, Jr., manager of the eastern depart- 
ment, and John H. Ehn, Connecticut 
general agent, presided at the other two 
sessions. 








Additional Speakers Listed 
for Ad Conference Meeting 


NEW YORK.—The agenda prepared 
for the gathering of the Insurance Ad- 
vertising Conference at Briarcliff Lodge 
Sept. 12 will embrace virtually all phases 
of insurance advertising. A. H. Reddall 
of the Equitable Life of New York, as 
secretary of the conference, announces 
the following speakers in addition to 
those who had already accepted: 

Robert Brown, Aetna Fire, and Ray 
Dreher, Boston, to address the fire 
group, the former upon “The Essentials 
of a Good Sales Plan,” and Mr. Dreher 
on “Advertising Cooperation With Field 
‘Men.” Mr. Dreher is vice-president of 
the conference. 

To the speakers previously announced 
for the life group has been added Frank 
Burns of “Forbes Magazine,” who will 
discuss “The Value of Audited Circula- 
tions,” and Miss Grace Stephens, of the 
Retail Credit Company, who will tell 
“What the Insurance Advertising Man 
Shoud Know About the Work of the 
Retail Credit Company.” There will be 
a report on Life Insurance Week activ- 
ities. 








A record catch is credited to Ralph 
R. Lounsbury, president of the Bankers 
National Life. While with a fishing 
party off the Virginia coast, he hooked 
a beautiful channel bass and under all 
the rules succeeded in landing the fish 
by himself. When put on the scales 
this fish was shown to weigh a fraction 
over 70 pounds. Veteran fishermen sav 
this breaks all records for a catch of that 
type of fish. Mr. Lounsbury was en- 
joying a vacation, boating and fishing 
around the Virginia capes, when he made 
this lucky strike. 








Equitable Life Announces 
Group Division Changes 





Henry C. Kranz, associate manager in 
charge of group activities in the New 
York City metropolitan division of the 
Equitable Life of New York, has been 
appointed associate manager at large. 
He will be available for assistance on 
group sales throughout the country. 
M. A. Gulick succeeds Mr, Kranz in the 
metropolitan division, continuing his 
headquarters at home office with the tile 
of associate manager. He has served 
since 1933 as assistant divisional group 
manager for the middle Atlantic division 
with headquarters in Philadelphia. 


Richard P. Brown to Toledo 


The Provident Mutual Life announces 
the appointment of R. P. Brown as man- 
ager for Toledo and vicinity. He has 
been a member of the Provident Mutual 
organization since 1933 and goes to To- 
ledo from Pittsburgh, where he served 
as supervisor for the Webster agency 
and set up a special young men’s unit. 
‘Mr. Brown specializes in the estate 
analysis method of insurance selling. 

James W. Crook, who has represented 
the Provident in Toledo since 1904, will 
be affiliated with Mr. Brown and will 
continue to serve as associate general 
agent. 








C. N. Gray, associate general agent of 
the George Robjent agency of State Mu- 
tual Life at Boston until 1936, has been 
nominated as head of the administrative 
officials of the Social Security Board at 
Washington, D. C. ‘Mr. Gray, who will 
succeed former Governor Winant of 
New Hampshire, has been serving under 
Administrator Winant at Washington 
since leaving his Boston position. 





Four Billion Mark 
Has Been Passed 
by John Hancock 


President Cox Announcs 








Progress to General Agen; 
at White Sulphur 





WHITE SULPHUR SPRINGS. 
The John Hancock Mutual Life hy 
passed the $4,000,000,000 mark in ingy. 
ance in force, President Guy W. Cox a, 
nounced at the annual convention he: 
of general agency leaders. The ale 
nouncement was made at the president; 
dinner, on the first evening. 

President Cox was presented with 
1,600 applications representing $7.34). 
000 of life insurance produced in a spe. 
cial 12-day effort from Aug. 2 to Aw 


14. In announcing the four billion do. 
lar mark reached in insurance in for: 
President Cox said that this figur 
represented a gain of $231,000,000 over 
amount in force at the close of 1936, 

The convention opened with a bu 
ness meeting presided over by Harn 


Gardiner, president of the Gener 
Agents Association. Greetings fron 
the home office were extended }j 


Charles J. Diman, vice-president an 
secretary; Byron K. Elliott, vice-pres 
dent and general counsel, and J. Hany 
Wood, manager of general agencies, — 

Charles B. Johnson, leading produce 
for the John Hancock for the entir 
country and Mrs. Mahala Russell, leat. 
ing woman agent, were introduced. Bot 
are members of the Paul Clark agency 
in Boston. 

Commenting on the percentage of it: 
crease achieved by the John Hancock in 
1937 to date President Cox remarkel 
“This is the finest record we have evi 
made along this line. One of the test 
of a company is ‘How is your insurance 
in force increasing?’ because it has to do 
not only with new business but it mea 
ures the persistency of business, two in-— 
portant factors in the success of any lit 
insurance company.” 


Stability Is Essential 


Stability is an important element it 
the character of a life company, sail 
Vice-President and Secretary C. J. Di 
man. “In giving consideration to i — 
surance in force, asset strength and sur 
plus resources figures, we lose sight of! 
more important factor—the element 0! 
stability. Stability is to an_ institution 
what a good constitution is to an ind & 
vidual. - 

“Difficult to define and impossible 0! 
demonstration—stability is an essentid 
character. It is much more than size 0! 
strength. American life company mal fF 
agement has ever been jealous of thi 
stability and has guarded it carefully 
Management has been highly sensible 0 
and sensitive to the responsibilities " 
entails. The principles which gave ti 
institution its stability must be adhert 
to without wavering, with a sense 0! ft 
sponsibility to the policyholder which 
as keen as the solicitude the head 0! ¢ 
family feels for his dependents.” 

The John Hancock Mutual Life’s ma 
azine advertising will present a m0" 
specific story of its services in 1938, sai 
Mr. Diman. The new campaign will be 
aimed more directly at the prospecti'® 
policyholder’s specific financial mec 
which can be served by the right lit 
insurance program. . 

“The representative of a life inst 
company is an exponent of a philos 
that has distinguished America, from! 
other countries in the breadth of its 2° 
ceptance,” said Byron K., Elliott, vice 
president and general counsel. , 

“A fair inference from the x! 

(CONTINUED ON PAGE 18) 
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LOUNCEs 
Agent 
RINGS- 
Life has 
in insur. 
'. Cox ap. 
ition her 
The ap. 
resident’ 
ted wit OUNDED in 1888, The Western and Southern Life Insurance 
5 $7.50, Company is now in its Fiftieth Year. During the past half 
yes century there have been recurrent periods of financial panics 
Hion do: and economic stress, through all of which the Company has 
‘ero emerged with increased prestige and financial strength. 
,000 over 
eer This Company's eminence in the sphere of life insurance is 
on not due solely to its financial stability; it is attributable in no less 
qs fron degree to our adherence to the true ideals of life insurance in 
ded bie 
fent a serving human needs. 
1Ce-presi- 
a From the beginning, those who have guided its destiny have 
a dedicated The Western and Southern to the service of its policy- 
- be holders. It is ever the Company's purpose to cultivate in every 
agen fi home office and field associate a sense of trusteeship and re- 
ge of ine sponsibility, to the end that our policyholders may benefit 
mh through efficient service and competent life insurance counsel. 
the tess The earnest cooperation of our co-workers toward the attain- 
wage" ment of these objectives is reflected in the public confidence 
it meat ; and good will that has placed The Western and Southern in the 
Oe front rank of American life insurance companies. 
any lit 

To our policyholders we extend our sincere appreciation of 
ment i their patronage and to them we give assurance of the Com- 
my D: pany’s continued fidelity to the principles of financial safety and 
eps competent service. 
ght of ; 
eon Time tests all things, and with faith in the practices that have 
an ind stood the test of fifty years, with confidence in the future of 
sible of America and in the indispensability of life insurance lin the 
cay 4 American way of living, we look forward to continued and 
yO accelerated progress in the years that are to come. 
arefully. 
sible oi F 
itis - 
athe | The Western and Southern 
ric Life Insurance Company 
ad" 
sail u C. F. Williams, President 
z at? ¥ e o zs o 
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NEWS OF WEEK 


0. Sam Cummings elected president of 
National Association of Life Underwrit- 
ers at annual meeting in Denver. 

Pagel 
* * x 


Exhaustive mortality study in U. S. and 
Canada suggested by President Bowles 
of National Association of Insuranae 
Commissioners at Canadian superintend- 
ents meeting; to appoint committee. 

* Pagel 





ko me 
Intimations of what New York’s new 
insurance scode proposal will contain are 
given by department’s counsel. 
Page 4 
* * * 


William Brosmith, vice-president and 
general counsel Travelers, is dead. 
Page 3 


* * * 

John Hancock Mutual Life passes 
$4,000,000,000 mark insurance in force, 
President Cox announces at agency lead- 
ers convention. Page 4 





Manager Sanford’s Week 
End Camp Innovation Has 
Created Esprit de Corps 





S. W. Sanford of Davenport, manager 
of the ordinary agency of the Pruden- 
tial, covers a territory of 31 counties in 
eastern Iowa and 34 in western Illinois. 
He has found it a problem to get agents 
together in meetings and create a group 
spirit. Last year Mr. Sanford conducted 
a week end camp, trying this experiment 
for two days from Friday afternoon to 
Sunday afternoon. The expense ran 
about $5 per person. This was borne by 
the manager and partly by the agents. 
The men who had filled their quotas re- 
ceived the trip free. Mr. Sanford be- 
lieves that the project is a good one 
and serves to create a fine esprit de 
corps. The week end camp this year 
started Friday evening. Mr. Sanford 











presided and gave a talk to open the 
conclave on “Life Underwriting as a 
Career.” : 

On Saturday morning he spoke on 
“Life Insurance, the Best Investment.” 
Then subjects were assigned to different 
men on the firing line. Manager San- 
ford closed the program at the end of 
the Sunday morning meeting. 





Bureau Reports Business 


Off 3 Percent for July 





Life insurance sales for July declined 
3 percent, according to the Sales Re- 
search Bureau. Western and southern 
sections, with the exception of the Pa- 
cific coast states, had a relatively better 
sales ratio than other districts. Sales 
for the first seven months were 6 per- 
cent ahead of those for the correspond- 
ing months of 1936, the report states. 

Compared July sales by districts fol- 
low: 





* * * International Association of Insurance July 

: Counsel holds annual convention at District Change % 
_ Canadian insurance superintendents in| White Sulphur Springs. Page 3 | New England ...........ee+% —6 
Toronto meeting hear Blackall of Con- Middle Atlantic " —h 
necticut give cross-sectional view of ex- oe East North Gantral. .c..sccne —2 
pressing faith in life insurance. Program is announced for annual meet- | west North Central... i Sk —2 
Pagel | ing of Life Office Management Associa-| south Atlantic ...........66. —1 
x ¢ * tion in Chicago, Sept. 29-Oct. 2 East South Central.. +2 
Vera V. Campbell of Springfield, O., Page8| West South Central. —1 
gains distinction by her work for the eee Mountain ...ccccccese —l 
Columbus Mutual Life in the field. IMinois Bankers Life holds convention | Pacific .....-+.eeseeeeeeeeeee —3 
Page 2 | in Chicago. Page 8 ME, ols are sieve 04.09 2006 0 eles wack —3 








MINNESOTA MUTUAL 


Ranks with the biggest and best on the 


six fundamental 


measures. For in- 


stance, take growth from 1926 to 1936. 


Average of 25 largest companies. . . 29.8% 
MINNESOTA MUTUAL... . . . 53.6% 


WE OFFER !. 


SCAN KC Oh WN 


10. 


A $200,000,000.00 Mutual Company, 57 years old with an understanding 


A liberal agency contract. 

A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 

A unique supervisory system. 
Organized Selling Plan. 
Unusually effective selling equipment. 


Policies for every purposes: Regular—Juvenile 
—Women—Group—Payroll Savings, etc. 


Low Monthly Premiums. 


co-operative Home Office. 


This is the sixth of six statements of FACT about the Minnesota Mutual. 
If you want them all at once, write us for our booklet "FACTS." 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 




















Sales Promotion Plans 
Are Up for Discussion 








D. Bobb Slattery, Penn Mutual 
Life, Will Head the Discussio, 
for Life Advertisers Body 





One of the features of the Life Aq. 
vertisers Association convention to be 
held at Old Point Comfort, Va, Sept, 


20-22 


wh, 


will be the talks and discussions 





—, 














D. BOBB SLATTERY 


on “Sales Promotion.” The seminar will 
cover all phases of the subject which 
deal directly with the agents, such as 
direct mail, radio, leaflets, booklets, sales 
campaigns, publicity and newspaper and & 
magazine advertising, and will be headed & 
by D. Bobb Slattery, assistant to the 
agency vice-president, Penn Mutual 
Life. 

The program was planned with the 
idea of having every member take part. 
The open forum, with specific assign- 
ments, will be led by the following 
capable men: “Contests and Campaigns,” 
W. L. Jessup, manager sales promotion 
and advertising Pilot Life; “Production 
Clubs,” John W. Murphy, supervisor 
ordinary department Life of Virginia — 
“Merchandising Advertising to Sales 
men,” Bert N. iMills, secretary Bankers § 
Life of Iowa; and “Visual Selling Aids, 
K. H. Mathus, Life Insurance Sales Re 
search Bureau. 

Mr. Slattery has been associated with 
the Penn Mutual for 13 years. Eight ® 
years ago he organized the direct mai 
department and acted as its manage 
until June, 1934, when he was made a 
sistant to the vice-president. ; 

He has been active in the organization, 
serving as treasurer, vice-president ar 
president, and is now a member of thf 
executive committee. 


Indianapolis C. L. U. Course 


The educational committee of the I= 
dianapolis Association of Life Unde- 
writers announces C. L.. U. courses © 
begin Sept. 23. On Part I, “Life Insu 
ance Fundamentals,” and Part IJ, “Li 











Morrison will be instructor on “Lav > ™ 
Trusts and Taxes.” A course on “f*F7 
nance” is divided into two sections, ¥! 
Dr. Harry Sauvian teaching corporat 
finance and Prof. William Clevela® 
banking and credit. L. L. Holmes, R 
R. Service, will organize a special ste?) 7 
group to enable agents to complete 1) ~ 
school equivalent examinations. a 











Klingman Surveys Texas Field 

W. W. Klingman, vice-president. 
Equitable! Society, is in Texas, look 
over the field. Since becoming read™ 
ted to the state Equitable has made ™ 
move there and much interest is be 7 
taken in what course shall be pursue? J 
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Program for Life 
Office Management 
Unit’s Annual Meet 


Industrial Seminar and 
Joint Research Bureau Pe- 
riod New Features 


The program is announced for the an- 
nual meeting of the Life Office Man- 
agement Association at the Edgewater 
Beach Hotel, Chicago, Sept. 29-Oct. 2. 
Two new unusual features are being in- 
troduced, they being the industrial semi- 
nar, Sept. 29 and the joint panel discus- 
sion under the joint auspices of the Sales 
Research Bureau and Office Manage- 
ment Association, Saturday morning. 

The industrial seminar is an effort to 
consider in conference form the many 
office, admnistrative and procedure prob- 
lems having to do with industrial busi- 


ness. 
Personnel of Panel 


Through the panel discussion an op- 
portunity will be given to each group to 
familiarize itself with the problems of 
the other. The personnel of the panel 
will consist of three representatives of 
the field, general agents or field super- 
visors, and three home officers whose du- 
ties involve field contacts. 

General chairman of the proceedings 
will be S. E. Barry, comptroller North- 
western Mutual Life. The program fol- 
lows: 

Wednesday Morning, 

L. O. M. A. Institute educational 
seminar: chairman, H. E. St. Clair, as- 
sociate secretary Life Office Management 
Association. 

“The Work of the Institute Staff,” H. 

St. Clair. 

“Our First Year,” 


Sept. 29 


E. 
K. R. Fyfe, assistant 


comptroller Occidental Life of Los An- 
geles (acceptance pending). 
“Five Years of Institute Work at the 


Massachusetts Mutual,” L. L. Stone, sec- 
retary’s department Massachusetts Mu- 
tual. 

More About 
Failure,” Norman C. 
staff. 


“Reasons for Examination 
Davis, Ll. 0. M. A; 


Wednesday Afternoon, Sept. 29 


the Principles of Life In- 
Employe Students,” H. R. 
Doering, assistant professor of business 
administration University of Wisconsin, 
extension division (acceptance pending). 

“The Institute Program as an Aid to 
the Development of Home Office Person- 
nel,” L. D. Ramsey, secretary Business 
Men’s Assurance (acceptance pending). 

Report of committee chairman: 

Examination committee, H. O. White, 
assistant actuary Fidelity Mutual. 

Educational committee, H. H. Allen, 
secretary Mutual Benefit. 

Report of director of graduate stu- 
dents, C. M. Taylor, assistant secretary 
Provident Mutual. 

Presentation of 
G. A. Hardwick, 
Mutual Life, president 
agement Association. 


“Teaching 
surance to 


fellowship diplomas, 
vice-president Penn 
Life Office Man- 


Thursday Morning, Sept. 30 
Address by association president, G. 
A. Hardwick, vice-president and comp- 
troller Penn Mutual. 
“Management’s Responsibility to 


Policyholders and Employes,” M. J. 
Cleary, president Northwestern Mutual. 
“The Illinois Code, Essential Features 
and Compliance Procedure,” Henry Abels, 
vice-president Franklin Life. 
Discussion. 
Luncheon. 


Sept. 30 


Mullins, 
Washington 


Afternoon, 


Chairman, Kenneth 
secretary - treasurer 
tional, : 

“Some Unusual Applications of Me- 
chanical Equipment to Statistical and 
Tabulating Work in a Central Calculat- 
ing Bureau,” Walter Devries, Equitable 
Society. 

Report of committee, “Office Machinery 
(CONTINUED ON PAGE 19) 


assistant 
Na- 








Struggles of “Ad” Manager 
Theme of Convention Play 


A striking feature of the Sep- 
tember convention of the Life 
Advertisers Association at Old 
Point Comfort, Va., will be the 
presentation of a comedy entitled 
“Final O. K.—or Getting the Ad 
Approved,” the authorship of 
which is enshrouded in mystery 
and is resulting in much specula- 
tion. 

The play depicts the struggles 
of the advertising manager of a 
mythical life insurance company 
in securing the approval of the 
annual statement advertisement by 
his superior officers. 

The cast for the play will be 
made up of Life of Virginia em- 
ployes. The players will make a 
special trip from Richmond to 
Old Point Comfort on Sept. 21 to 
present the play at the conclusion 
of the banquet, which in turn will 
be followed by a dance. 

Indications point to an unusu- 
ally large attendance at this year’s 
convention. Special features in- 
clude a yachting party and a visit 
to Williamsburg, Va. 








Moves Royal Union to Ft. Wayne 


The Royal Union Life branch of the 
Lincoln National Life at Des Maines, 
Ia., has been transferred to the home 
office at Fort Wayne, Ind. E. L. 
Shinnick of Des Moines is in charge 


of this particular branch at _ Fort 
Wayne. Among the other men trans- 
ferred were Paul L. Mantz and Paul 
Fettig. Mr. Mantz has been in com- 
plete charge of the branch in Des 
Moines. The Lincoln National will 
continue to maintain its agency office 
in Des Moines. 





Large Increases Reported 
at Illinois Bankers Meet 





With an increase of 10 percent in 
business written in the first seven 
months the Leaders Club of the Illinois 
Bankers Life opened its annual conven- 
tion in Chicago with the slogan, ‘Ele- 
vate Your Guns,” indicating determina- 
tion to increase sales volume during the 
coming year. 

A volume of $175,000 life business and 
37 accident and health applications was 
brought to the convention by agents. 
However, the figure mounted to ove- 
$300,000 on the second day when the 
Omaha, Neb., agency turned in $86,000 
business. Other agencies bringing large 
volumes were the National Capital 
Agency, Washington, D. C., $53,000 and 
the Oklahoma Agency $56,000. 


Accident and Health Ahead 


Accident and health business was re- 
ported 26 percent ahead in the first 
seven months. A 85 percent gain was 
made in the first half of August with all 
previous records for the largest day and 
the largest week in 23 years since the 
establishment of the accident and health 
department broken on Hoodoo Day, 
Friday, the 13th. The company received 
334 accident and health applications an:l 
11 qualified as members of the Black Cat 
Club by writing at least 13 applications. 

Sessions were presided over by Kar] 
B. Korrady, vice-president and director 
of agencies, and O. F. Davis, manager 
of the accident and health department. 

“Elevate Your Guns,” was the theme 
of opening talks by Hugh T. Martin, 
general counsel, and William H. Wood, 
president. Mr. Martin stressed the im- 
portance of salesmen aiming at higher 
average sales. He cited figures showing 
the economic waste in small sized poli- 





Appoints Two General Agents 














WILLIAM T. BEATY, Raleigh, N. C. 


The appointment of two new general 
agents by the Connecticut Mutual Life, 
one at Raleigh, N. C., another at Flint, 
Mich.. is announced. 

Succeeding Williams & Williams, Mr. 
Beaty, well known in insurance circles 
in North Carolina, Virginia and West 
Virginia since 1929, becomes general 
agent at Raleigh. He has twice been 
secretary-treasurer of the Huntington, 
W. Va., Life Underwriters Association, 
and has been a member of the board 
of that association several times. Since 
entering life insurance he has specialized 
for the most part in sales organization 








work. 








R. HOWARD MATE, Flint, Mich. 


The territory covered by the Raleigh 


agency includes all of eastern North 
Carolina. It is located in the Raleigh 
building. 


Mr. Mate, who succeeds Thomas E. 
Rogers at Flint, goes to Flint from 
Lansing, where he has been district man- 
ager for the Connecticut Mutual. His 
prior business experience covers 12 years 
as a successful retail operator, operating 
his own stores in cities in the vicinity 
of Flint and Lanscing. He is a native 
of Michigan. The territory of the Flint 
agency includes northeastern Michigan 
and has its headquarters in the Paterson 
building. 








cies both to the salesmen and company, 
He urged that salesmen establish their 
goal at a minimum average sale of $5,000 
rather than $1,000 or $2,000. Mr. Woods 
declared the aim for the ensuing year 
should be to write twice as much busi- 
ness. 


Mueller Gives Talk 


E. H. Mueller, Wisconsin state man- 
ager Pacific ‘Mutual Life, as guest 
speaker, outlined the advantages of 
salesmen being able to sell accident and 
health as well as life insurance in one 
company. “Accident and health insur- 
ance must be planned to fit the pros- 
pect’s needs, since it is a personalized 
coverage and cannot be sold on a hit-or- 
miss basis,” he declared. “Young agents 
will find accident and health selling a 
valuable way to establish confidence in 
themselves and to learn how to sell 
insurance. Accident and health clients 
can be approached later for life insur- 


ance.” He also stressed the need for 
confidence, enthusiasm in selling and 


prompt service to policyholders needs. 

Dr. H. G. Ebersole, associate medical 
director, discussed heart disease as 
“Public Enemy Number One.” “It tops 
the United States government report on 
causes of mortality in this country,” he 
stated. “A total of 286,360 persons died 
of it in 1933, and the total rose to 312,333 
in 1936. Heart disease tops the list of 
death claims paid by life companies and 
is the most dissatisfying cause for rejec- 
tion to agents because in its beginning 
stages it is the most deceptive.” 
Others Give Talks 


Other speakers included E. P. Bock, 
Cape Girardeau, Mo., vice-president com- 
mercial division; W. M. Chittenden, IIli- 
nois, field supervisor; C. V. Breithaupt, 
general agent, Phoenix, Ariz.; William 
R. Martin, home office supervisor in 
Kansas; Walter H. Jurgensen, general 
agent and lieutenant-gavernor of Ne- 
braska; Glenn H. Lilley, manager con- 
servation department; H. Sellman, 
actuary; O. F. Davis, assistant director 
of agencies and manager accident and 
health department. 

There were 160 representatives at the 
convention. The membership of the 
Leaders Club, which is based on volume 
of paid premiums, increased over 100 
percent during the club year which 
closed June 30. New officers of the clu) 
are: President, Fred L. Hildebrand, 
Kansas City; vice presidents, E. A. 
Reese, South Bend, Ind.; E. P. Bock, 
Cape Girardeau, Mo.; and G. A. Weaver, 
Indianapolis. 


| Two Banquet Speakers 


Rp 
D. 


At the banquet Vice-president Karl 
Korrady acted as toastmaster, the two 
speakers being Vice-president E. H. 
Henning and Assistant State Insurance 
Director Roy L. Davis. Mr. Henning 
spoke on the new Illinois insurance 
code, showing how it protects policy- 
holders more effectively than they have 
been before. He said it gives a sane 
course for companies to pursue and he 
called it a model for other states. The 
life insurance investment provisions are 
particularly important and are well bal- 
lasted. Large single investments, he 
pointed out, can not be made. 

Mr. Davis said that the foremost chal- 
lenge today on the part of the people 1s 
for greater security. He said the pub- 
lic feels there must be some institution 
that can guarantee at least some meas- 
ure of security. Premature death and 
old age, he said, are two factors that 
have to be considered by any one. Life 
insurance steps in to furnish security. 
He said that the agents should do their 
part in pointing out how life insurance 
does meet the demands of the times. 
He declared that the United States 1s 
greatly under-insured. If all the insur- 
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Lincoln National Officer 
Enters New Field 




















E. C. WIGHTMAN 


E. C. Wightman has resigned as vice- 
president and as a director of Lincoln 
National Life to enter private business 
in Gary, Ind. He has been connected 
with that company since 1930 and has 
been counted an authority on life insur- 
ance accounting methods. He is co-au- 
thor of an insurance text book, “Life 
Insurance Accounting.” Previously he 
was head of the actuarial department of 
the old Detroit Life and a member of the 
accounting firm of Ernst & Ernst of 
Cleveland and Detroit. He was a non- 
resident lecturer on insurance, account- 
ing and administration at the University 
of Michigan from which he graduated in 
1912. 








ance were distributed there would be 
less than $1,000 for each person. The 
saturation point, he said, is years and 
years away. 

The intelligent, conscientious man, he 
said, has six objectives. In the first place 
he wants to have sufficient funds to pay 
his debts. He desires that in case of 
death his family shall have a comfort- 
able income. He would provide funds 
for the education of his children. He 
wishes to protect his business and es- 
tablish his credit. He hopes to protect 
his own old age. And lastly he may 
desire to leave behind him some gifts 
to people and institutions. 

Mr. Davis urged agents to inject 
new, streamlined ideas in their sales 
talks. All people, he said, are inter- 
ested in their own affairs and if the 
agent should therefore appeal to some- 
thing that has a definite reference to the 
prospect’s needs in which he is deeply 
concerned. He advised agents to talk 
in terms that the prospect will under- 
stand and every agent should look at 
the subject from the prospect’s stand- 
point. All agents, he said, should have 
faith in the institution and confidence 
in what it will do. 





N. Y. Life Mortgage Loans 
This Year in Big Increase 





NEW YORK—Mortgage loans made 
by New York Life the first seven months 
Of 1937 totaled $19,647,943 on 1,461 prop- 
erties, according to Alfred L. Aiken, 
President. 

There were 178 loans made on busi- 
ness properties amounting to $12,484,551, 
¢n increase over the first seven months 
ot 1936 of 60 percent in number and 
of 21 percent in the dollar volume. 

esidential loans totaled 1,209 in num- 
ber and $6,784,231 in volume, increase 
%9 percent in number and 104 percent 
in dollar volume. 





Sale of Bond Issues Direct 
to Companies Irks Dealers 





Large Issuing Houses Mainly 
Hit; Distributing Firms Dealing 
in Smaller Units Unaffected 





NEW YORK—The current practice 
of a number of large life companies of 
buying entire bond issues direct from 
the borrowing corporation is not at all 
popular with the large bond underwrit- 
ing houses which would otherwise be 
intermediaries in these transactions. 
However, the average securities distrib- 
uting houses which are not particularly 
interested in the underwriting end are 
little affected by the direct-selling proc- 
ess, since their units of sale run much 
smaller. Consequently they do about as 
much business with life company home 
offices as they otherwise would. 

Some of those in the security business 
while regretting the loss of business 
through sales direct between borrower 
and lender, nevertheless feel that if a 
middleman cannot perform a function 
which is valuable to both buyer and 
seller, he should not expect to profit. 
Until the Securities and Exchange Com- 
mission came into the investment pic- 
ture, it was not generally considered 
worth while for life companies to buy 
direct, even though they customarily 
bought large chunks of bond issues. 


S. E. C. Altered Situation 


However, when the S. E. C. was set 
up and demanded a vast amount of in- 
formation and a complicated system of 
filing applications for the right to mar- 
ket securities to the public, the elimina- 
tion of all this, permitted when sales 
were to be made to one or only a few 
buyers, amounted to a really worth 
while saving. With an entire large bond 
issue going to a single company or per- 
haps a syndicate of three or four com- 
panies, the elimination of the middle- 
man was the next logical step. 

A recent factor in bringing home to 
underwriting houses when they are los- 
ing through direct transactions between 
buyers and sellers has been the liberali- 
zation of the New York state insurance 
law to permit life companies to buy se- 
curities of corporations of undisputed 
solidity, but which, because of the strin- 
gent legal requirements which prevailed 
until the New York law was amended 
this Spring, barred life companies from 
buying their securities. 


Ironical Situations Arise 


Ironical situations have arisen in con- 
nection with such deals. For example, 
an investment house shows a large cor- 
poration how it can refinance an exist- 
ing bond issue at a considerable lower 
interest rate. It has sometimes hap- 
pened that such a corporation, finding it 
could get an even lower rate of interest 
by dealing direct with a large institu- 
tional investor, has done so and cut out 
the investment house altogether. 





Approves Reorganization Plan 


The plan of reinsurance and rehabili- 
tation of Pacific Mutual Life has been 
ordered by Judge Dennis of the fourth 
judicial circuit of South Carolina. He 
said the proposal is “fair, reasonable and 
proper” and binding upon all policyhold- 
ers in South Carolina. “The courts of 
California have sought to do equity in 
its highest sense, and this court finds 
and believes that equity has been done 
to all persons, policyholders, or claim- 
ants,” Judge Dennis declared. 


TURN OVER OKLAHOMA FUNDS 
OKLAHOMA CITY—By order of 
the Oklahoma county district court, 
$651,000 has been transferred from the 
custody of L. H. Savage, Oklahoma an- 
cillary receiver of the Old Pacific Mu- 
tual Life to the home office of the 
Pacific Mutual Life at Los Angeles. 
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HE UTTER HELPLESSNESS of 
these baby hands tells a poignant story 

to every father of a wee lad: “It’ll be many 

long years before those hands can earn 

their own living . . . and, until they can, 

it’s up to dad to provide money every 

month.” 


When a father gets to thinking along 
that line, he’s ready to hear about Multiple 
Protection. This is a plan that makes it 
economically possible for him, if he earns 
$45 a week or more, to leave his family 
$100 every month for 20 vears—and then a 
generous retirement fund for his wife. 


Union Central representatives, intro- 
duced by national advertising like that 
shown here, have found Multiple Protec- 
tion so attractive to others that the plan 
has accounted for more than a third of the 
company’s recent business. 


The 


UNION CENTRAL LIFE 


Insurance Company 
CINCINNATI, OHIO 


Union Central’s life insurance in force increased 


$4,810,528 in the first five months of this year. 














10 





THE 





NATIONAL UNDERWRITER 





August 27, 1937 








Canada Life Celebrating 
Its Very Modest Start 
Some Ninety Years Ago 





Seven hundred members of the Can- 
ada Life home office staff and members 
of its widespread branch organization 
are casting their minds back to a time, 
16 years before the American Civil War 
when one Hugh C. Baker, of Hamilton, 
Can., arrived in New York after a 
long, arduous journey. He had gone 
there of necessity to complete arrange- 
ments for insuring his life. It was that 
trip which fired the fertile imagination 
of Mr. Baker, resulting in his founding 
the Canada Life. Two years later, on 
Aug. 21, 1847, in a small, dingy, rented 
affice in Hamilton, the Canada Life had 
its beginning. Mr. Baker, the first 
president, was the entire staff. It was 
not until Nov. 9, however, that the new 
company assumed its first risk, Mr. 





Baker being the assured. The first year 
saw 136 policies for $238,600 placed on 
the books. 

Since that time the Canada Life has 
outgrown three home office buildings 
and now occupies the fourth. In vivid 
contrast with those early beginnings, 
this company has extended its organ- 
ization from coast to coast in Canada, 
has branches located in many important 
cities of the United States and Hawaii, 
a large organization in Great Britain, 
northern Ireland, the Irish Free State 
and Newfoundland. Its business in 
force at Dec. 31, 1936, totalled $814,000,- 
000, and its assets exceeded $252,000,000. 





Ray Martin Agency Leads 


The Ray Martin general agency of 
the Home Life in St. Lauis led the 53 
agencies of the company in new business 
in July and ranks fourth for the year 
to date. This office has shown an in- 
crease of 25 percent in volume so far 
this year. 











A KING IS BORN 


The rest of the world may think of him as 


only a baby but his young and elated dad 


would not agree. 


Talk to any such young father. 


You will find a prospect who is enthusiastic 


and ready to listen. What’s more important, 


you will be helping to protect a possible 


genius of the future. 





Ged) rudential 


Insurance 
EDWARD D. DUFFIELD, President 


Company of America 


Home Office, NEWARK, N. 














Pilot Honors R. O. Browning 

















On the anniversary of his 20 years of 
service with the Pilot Life of Greens- 
boro, N. C., R. O. Browning, Burling- 
ton, N. C., general agent and Mrs. 
Browning were honor guests in their 
city at a testimonial dinner given by the 
officials. Members of the Burlington 
civic clubs, chamber of commerce and 
the Pilot Life medical examiners in Bur- 
lington were in attendance. 


Outstanding Record Made 


Contracting with the Pilot Life on 
Aug. 16, 1917, Mr. Browning has made 
a highly distinguished record, having 
consistently led in sales and having held 
every agency honor offered. His most 
brilliant achievement, however, is that 
of having qualified for the Pilot’s App- 
A-Week Club every week since he has 
been with the company—1,040 weeks. 
This is thought to be an all-time world’s 
record, the Pilot Life believes. 

Some of Mr. Browning’s other 
achievements are as follows: Charter 
member of the Ace Club, honor club for 
monthly production; second ranking man 
in the sale of quality business; president 
of the Pilot Club four times. vice-presi- 
dent eight times; qualified member of 16 
Pilot conventions—every one held by 
the company since date of contract. His 
insurance in force totals almost $4,000,- 
000. 

E. C. Green, president of the Pilot 


Life, was the principal speaker and 
Agency Manager J. M. Waddell pre- 
sided. Mr. Green spoke about Mr. 


Browning’s outstanding record which he 





termed the best in the company, and 
also expressed appreciation for the splen- 
did example he had always set for the 
others agents. 

Agency Manager Waddell congratu- 
lated Mr. Browning on his achievements 
and thanked him for his valuable assist- 
ance in helping to build the Pilot field 
force. 

The other speakers were: Lamar Dick, 
president of the Burlington chamber of 
commerce, who discussed at length Mr. 
Browning’s civic activities and his high 
standing in his home town; and B. L. 
Williams, Pilot Life general agent of 
Sumter, S. C., who spoke of the high 
regard in which Mr. Browning is held 
by the field representatives. The second 
ranking man in the Pilot’s App-A-Week 
Club, Mr. Williams has more than 11 
years of continuous membership in that 
organization. 

As a token of appreciation for what he 
has done in helping to make Mr. Brown- 
ing’s record possible, Mrs. Browning 
was presented a basket of flowers by 
Secretary John W. Carson. 

The following home office officials and 
department heads and their wives were 
present at the dinner: President Green; 
Agency Manager Waddell and Mrs. 
Waddell; Secretary Carson and Mrs. 
Carson; Treasurer W. L. Sharpe; Audi- 
tor F. C. Willis; Actuary C. H. Benson 
and Mrs. Benson; W. B. Clement, su- 
perintendent industrial division, and Mrs. 
Clement; W. L. Jessup, manager sales 
promotion and advertising, and Mrs. 
Jessup. 








Fischer Tells Kisnantans 
How Life Insurance Can 
Serve the Business Man 





Chester O. Fischer, vice-president 
Massachusetts Mutual, and Arthur D. 
Lynn, assistant director of agencies, 
were early arrivals in Denver for the 
meeting of the National Association of 
Life Underwriters and spent last week 
with W. A. Spencer, Denver general 
agent, visiting the Massachusetts Mu- 
tual district offices in Colorado. 


Lauds Greater Flexibility 


Mr. Fischer addressed a_ luncheon 
meeting of the Denver Kiwanis Club on 
“Life Insurance and the Business Man.” 
After giving a brief outline of the his- 
tory, general function and growth of life 
insurance, Mr. Fischer said: 

“The institution has matched the in- 
creasing needs of men and business, with 
increasing flexibility of service and its 
application has extended into many new 
and fertile fields.” He told of the use of 
life insurance to help in absorbing the 
shock suffered by business when death 
robs it of the services of a valued execu- 
tive; to finance an agreement between 
stockholders in a closely owned corpora- 
tion, by which prearranged transfer of 
stock interest is accomplished on the 
death of one of them, on a basis which 
protects the interests of all concerned, 
and to place cash in the hands of an 
executor to meet or to assist in meet- 
ing the heavy cash demands on an estate, 
for debts, taxes, transfer costs and the 
like. 

“These are demands which draw 
heavily upon the estate,” he said, “not 
only as to amount but also (and often 





even more important) upon the quality 
of that which is left for the family.” 








Aetna Life Companies 
Will Have an Exhibit 
at the New York Fair 


HARTFORD — Announcement has 
been made by President Brainard of 
the Aetna Life affiliated companies of 
the signing of a contract with the New 
York World’s Fair for space to be used 
in the erection of an exhibit covering 
the life, casualty, surety, fire and marine 
departments. The Aetna Life exhibit 
will be located in the business admin- 
istration building and will have an en- 
trance on the main plaza of the Exposi- 
tion and but a step from the $1,700,000 
perisphere and trylon which marks the 
“Theme Center” of the Fair. 

While the “Aetna Highway Safety 
Demonstration,” including the famous 
Aetna Reactometer, has been exhibited 
in practically every large fair and ex- 
position held during recent years includ- 
ing the International Exposition now 
being held in Paris, this will be the first 
exhibit which will present to the public 
the more than 90 forms of protection 
written by the Aetna Life affiliated com- 
panies. 


Murphy Zone Chairman 

Commissioner Murphy of Iowa has 
been appointed to succeed Commissioner 
Mortensen of Wisconsin as chairman of 
Zone 4, of the National Association of 
Insurance Commissioners, according to 
Jess G. Read, secretary. 


Plan for Southern Meeting 


Emmett Russell, Jr., of the Life & 
Casualty of Nashville, who is president 
of the new Southern Home Office Un- 
derwriters, states that the tentative plan 
is to hold the first regular meeting at 
Birmingham, Nov. 12-13. 
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Woods Company Hangs 
Up Record Production in 
Three Weeks of August 


Breaking all existing records for a 
similar period, the first 23 days of Au- 
gust show an increase of business of 
57.5 percent over the same period last 
year for the Edward A. Woods Com- 
pany, general agent of the Equitable 
Life of New York at Pittsburgh. Aug. 
93 concluded a “plus production” cam- 
paign which resulted in 898 applications 
for more than $3,500,000 of insurance. 

The last day, called “Denver Day,” 
was climaxed by the sending of a giant 
telegram, reporting results, to W. M 
Duff, president of the Woods Company, 
who is attending the National Associa- 
tion of Life Underwriters at Denver. 
This telegram, probably the first of its 
kind ever sent, was signed by over 150 
agents, each of whom had signed at 
least three applications. The text of the 
telegram follows: 

“Since Aug. 1 we, your associates at 
home have worked to assure the agen- 
cy’s continued plus production for 1937. 
Because each of us has participated in 
three or more completed applications 
during the three weeks we as a commit- 
tee are privileged and pleased to tell you 
that August written business is 57.5 per- 
cent ahead of last August. Of the 
agency’s 898 applications for $3,565,573 
the undersigned have contributed 695 ap- 
plications for $2,982,980 plus nine cases 
of group insurance with a volume of 
$3,988,380. We miss you and will be 
glad to see you home with the news of 
what we hope will be an interesting and 
profitable convention.” 

The signers of the telegram were re- 
sponsible for almost $3,000,000 of the 
total amount reported. 


Can Pay Group Premiums 

ST. PAUL—Attorney-General Ervin 
of Minnesota has held that municipali- 
ties operating their own light and wa- 
ter plants may use city funds to pay 
50 percent of the premium on group 
insurance carried for plant employes. 





Made a Director 








L. J. KALMBACH 


L. J. Kalmbach, second vice-president 
of the Lincoln National Life, has been 
elected a member of the board. He is 
in charge of the reinsurance department 
and has a wide acquaintance among life 
isurance men. He is an actuary by 
training. He received his academic de- 
gree at the University of Michigan and 
took the actuarial course there. He 
spent 10 months with the Cleveland Life 
and has been with the Lincoln National 
since May 1, 1924. President Hall finds 
that men of actuarial training who can 
grow into broad gauged administrative 
men make most excellent officials. 














How to Select a Company 
One Desires to Represent 

















CONN W. MOOSE, Omaha 


Conn Moose of Omaha, who for 
many years was manager of the Home 
Life of New York, later was Nebraska 
insurance commissioner and is now 
doing organization work for the Colum- 
bus Mutual Life, spoke before the 
agency convention at Cedar Point, giv- 
ing his idea of how to make the choice 
of a company one desires to represent. 
In the first place, he would want to know 
very definitely all about its financial 
structure and status, quality of its as- 
sets, classification, what they are actu- 
ally worth. He would go behind the 
financial structure and would study the 
officers and _ directors to ascertain 
whether they were men of goad sense 
and judgment and appreciated the obli- 
gation of trusteeship. 

Secondly, he would want to know all 
about the policy contracts, especially 
the provisions in relation to the holder. 
Are they fair? Are they liberal? What 
have these contracts done for people in 
the past and what are they daing to- 
day? Are the contracts built substan- 
tially and are they reasonable in price? 

In the next place he would study the 
contractual relationship of the company 
to the agent. What does the contract 
offer? Is it fair and honest and does 
it protect the agent in all his rights? 
What opportunity does an agent have 
under the contract? It is desirable, he 
said, to get a contract that will not 
necessarily enable an agent to earn sa 
much at first, but that will be valuable 
as time goes on and will compensate 
him for earnest, conscientious work. 


Heads Club Three Times 


. E. Fitzgerald, San Jose, Cal., has 
been notified that for the third consecu- 
tive year he is president of the Fidelity 
Mutual’s “Leaders’ Club” by virtue of 
consistent leadership in paid business. 


G. A. Lindholme, former assistant gen- 
eral agent for Massachusetts Mutual in 
Des Moines, has been named Des Moines 
city representative for Mutual Life of 
New York. 








CONNECTION WANTED 


Agency supervisor, 10 years experience, desires 
connection with progressive company. Missouri- 
Illinois territory. Well established contacts. Per- 
sonal production if desired. 16 years life insur- 
ance experience. Present and previous references. 
ADDRESS G-22 NATIONAL UNDERWRITER 













































































MEN Cannot 


Be Left ALONE 


A fellow said the other day that if men were 
left alone to themselves they would go right 
back to their caves and gnaw bones! 


Men have to be prodded into action. 


With all the love of family in a man’s 
heart, it takes something dynamic to make him 
aware of his responsibility and the hazard of 
the future. “It can’t happen to me” he says, 
and then the fellow at the next desk doesn’t 
show up for work any more. “Wet pavement” 


they said. “Pretty close to home” he thought. 


“I’m in fine health today—I don’t need life 
insurance yet” and then a sudden flutter of the 
heart sends him straight to the doctor for a 
check-up. “Slow down” the doctor said. “I 
can’t, now” he thought. 


Such things strike a man with tremendous 
impact. 


But more generally it is the life underwriter 
who furnishes that dynamic wallop needed to 
open the man’s mind as well as his heart. The 
life underwriter with the forceful, visual, emo- 
tional and logical presentation of the facts 


of life. 
. 


Such life underwriters serve society as well 
as themselves; for men cannot be left alone. 
They must be prodded into action and to us 
falls that responsibility. 
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WANTED—MEN AND WOMEN: 
An Estate Planning organization with a professional 
Standing have plans for expansion. We desire to have 
on file the names and information regarding Life Un- 
derwriters with a record of service production and others 
interested in stressing service, as prospective heads of 
Associate Service Agencies, to whom live leads can be 
referred. Write today: 

United Service Agencies 
Suite 528—333 N. Michigan Ave. 
Chicago, I 
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National Life Underwriters’ Week 


ALL eyes are turned to Denver this week 
life insurance-wise because the NATIONAL 
ASSOCIATION OF LiFE UNDERWRITERS held 
its annual convention there. This has 
grown into a very momentous event. It 
attracts life men from all over the country, 
not only workers in the field managers and 
general agents but company officials and 
those interested in the business from vari- 
ous standpoints. The NationaL Associa- 
TION OF Lir—E UNDERWRITERS’ growth dur- 
ing the last 20 years has been indicative of 
the development of the business itself. The 
organization is on a substantial basis, is op- 
erated intelligently and effectively. It has 
stood and is standing for the best there is 
in the production of life insurance. 

The NatronaL ASSOCIATION OF LIFE 


UNDERWRITERS convention constitutes the 
largest insurance gathering in the country. 
There is no conclave in fire, casualty or life 
insurance that equals it. The significance 
of these conventions rests in the fact that 
most people pay their own expenses, go to 
the meetings for a serious purpose and ex- 
pect to get something out of the business 
sessions and perhaps more out of personal 
contacts. 

The men at the helm of the NatTIonAL 
ASSOCIATION OF Lire UNDERWRITERS rep- 
resent the highest type of life underwriters. 
THe NATIONAL UNDERWRITER has recog- 
nized the importance of this great conven- 
tion by publishing three daily papers dur- 
ing the week giving details of all the 
sessions. 


William Brosmith’s Valuable Work 


WILLIAM BrosMiTH, distinguished vice- 
president and general counsel of the Trav- 
ELERS group of companies, who died Sun- 
day, was the dean of the heads of legal 
departments of insurance companies in this 
country. Mr. BrosmitH had the opportu- 
nity of delving profoundly and exhaus- 
tively into insurance law as it affects all 
branches of the business. There are many 
distinguished men in his profession serving 
insurance in a conspicuous way who have 
a splendid knowledge of the law pertaining 
very much to one particular class of insur- 
ance. The ‘TRAVELERS, TRAVELERS INDEM- 
NITY, TRAVELERS Fire and CHARTER OAK 
Fire write all classes of insurance except 
surety bonds. It was Mr. BrosmitH’s lot, 
therefore, to have an all round vision of 
insurance law. 

In the days when the TRAVELERS wrote 
only life and accident he perfected himself 
in the legal and claim work of that par- 
ticular branch. Then the TRAVELERS ex- 
tended itself writing the various casualty 
lines. He grew with his company. Sub- 
sequently the TRAVELERS Fire was organ- 
ized and it brought Mr. BrosmirH into 
law pertaining to fire insurance. 

He was always painstaking, systematic, 
possessing a memory almost uncanny. He 
had a photographic mind. His character 


was known far and wide. He took life and 
his duties quite seriously. He had an in- 
stinctive quality of honesty and conscien- 
tiousness. His mind was stored with use- 
ful information. He was of particular value 
to the TRAVELERS because he had been with 
the company so long, starting with it when 
it was small and developed in stature as 
it grew. Therefore Mr. BrosmitH knew 
the historical continuity of the TRAVELERS 
organization. He was acquainted with 
precedents and traditions. He had knowl- 
edge of what had been tried and found 
wanting and what had succeeded. He had 
pioneered with the company. He was not 
only acquainted with the TRAvELERS but 
he was the contact man of his institution 
with the various organizations. He there- 
fore had a wide acquaintance. 

At the TraAveters head office he was 
more than an attorney. He was brought 
into the councils when any important ad- 
ministrative question was up for discussion. 
His advice was sound. He had a judicial 
mind. He never allowed himself to be 
carried off his feet. He was well fortified, 
not only with the knowledge of the law 
but with wide reading and extended ob- 
servation. Mr. BrosmMitH was almost 
paternal in his interest in whoever sought 
his advice. He was ever ready to help. 


A Forward-Looking Forum 


Unusually broad-gauged and forward- 
looking is the current forum series of the 
Los ANGELES LIFE UNDERWRITERS ASSO- 
CIATION on trends and changes in the sell- 
ing process which must be observed and 
studied to insure continued 
life underwriting. Last week’s session 
on the trend toward standardization of 
life insurance programs to avoid confu- 
sion among policyholders and headaches 


success in 


among life agents is particularly perti- 
nent right now. In their commendable 
zeal to render real service to policyhold- 
ers and at times in less laudable efforts 
to bedazzle the prospect into thinking he 
is at last getting the perfect insurance 
setup, agents have been guilty of mak- 
ing programs complicated beyond all 
reason. 

This has gone so far that some com- 


drastically 
their settlement option frills and many 


panies have already curbed 
more will probably do so. Yet it is diffi- 
cult for home offices to hand down gen- 
eral rulings which will produce the de- 
sired results without inflicting hardship 
in special cases. This is one reason why 
the companies have waited this long to 
take action. If agents generally can re- 
alize the dangers of excessively compli- 
cated insurance programs and refrain 
from demanding them just to make the 
policyholder feel that he is getting a lot 
for his money, the situation will be much 
more satisfactorily handled than by leav- 
ing the whole matter up to the com- 
panies to settle by edicts. 

If the writing of weirdly complicated 
programs is permitted to continue much 
confusion and possible monetary loss to 
the companies is in store for the future. 
The companies have a duty to their pol- 
icyholders to forestall this situation but 
there will be less need for drastic regu- 
lations if they are not brought on by 
the demands of agents for more and 
more complex programs. 

Hardly less important is the danger of 
the policyholder becoming confused at 
the widely divergent proposals put for- 
ward by the different agents with whom 
he comes in contact. Each program, ac- 
cording to its deviser, is the only perfect 
one. The policyholder who listens to the 
suggestions of a succession of agents is 
all too likely to conclude that there is no 
general agreement among life men as to 
what constitutes a good program or else 
that the agents are making their sug- 
gestions without very much thought as 


to the actual needs in the case but 
mainly with the idea of impressing the 
policyholder with the “service” he is get- 
ting. 

A subject that deserves more atten- 
tion than it usually gets is the final one 
in the Los Angeles series—the import- 
ance of “whom” the agents knows as 
compared with “what” he knows. The 
overwhelming importance to the life 
agent of a sufficient number of the right 
type of contacts has probably been 
slighted in the educatianal end because it 
is so intangible as to be difficult to form- 
ulate for either teaching or learning. A 
possible factor here is that too much 
stress on the importance of contacts 
tends to support the familiar alibi of the 
mediocre agent who excuses the poor 
showing he makes in comparison with a 
more successful man by grumbling, 

I only had his contacts I’d write a lot 
of business too.” ; 

The danger of too much stress on 
“whom we know” is that the agent may 
forget that favorable contacts are not 
enough unless he has an effective method 
of approaching them and unless he has 
enough knowledge of life insurance to 
conduct an interview. Experience of 
some very successful producers has 
shown that vast technical knowledge is 
unnecessary and may even be a handi- 
cap unless kept under sufficient control 
so that it does not bewilder the prospect. 

The Los ANGELES ASSOCIATION is to be 
congratulated for getting at some of the 
basic problems that confront the selling 
end of the business. Its forum deserves 
widespread emulation. 








PERSONAL SIDE OF BUSINESS 





Miss Kathryn Macauley Owen, 
daughter of E. W. Owen, manager for 
the Sun Life of Canada in Detroit and 
granddaughter of T. B. Macauley, 
chairman of the board of the Sun Life, 
was married to John Dyson-Taylor in 
London, England. Mrs. Taylor has been 
doing newspaper work in London. 


C. R. Somerville, group supervisor 
London Life, won the amateur golf 
championship of Canada at Ottawa. He 
is known as “Sandy” and is one of 
Canada’s leading amateur golfers with 
many victories to his credit. 


Theodore H. Tangeman, vice-presi- 
dent and counsel of the Columbus Mu- 
tual Life, has been named chairman of 
the Cincinnati federal home loan bank. 


George A. Bowles, Virginia commis- 
sioner, made the trip to the Toronto 
meeting of the Association of Insurance 
Superintendents of the Provinces of 
Canada by motor. He was accompanied 
by Mrs. Bowles and their two sons, 
rR: C. and :G. A., Ir. 





Sidney Herzberg, Milwaukee, Wis- 
consin state manager Prudential ordi- 
nary department, and Mrs. Herzberg 
have returned home from a seven-week 





European trip which took them to Rus- 





sia, Finland, Sweden, Norway, Den- 


mark and Iceland. 


Ellis W. Gladwin, first vice-president 
Home Life of New York, died Aug. 21 
in Bronxville, N. Y. He was 79 years 
old. He became secretary of the Home 
Life in 1892 and first vice-president in 
1919. 

Mr. Gladwin was vice-president of the 
Evansville, Indianapolis & Terre Haute 
railroad and a director of the Lawrence 
Investing Company of Bronxville. He 
was a member of a number of clubs in 
the metropolitan New York area. 
Funeral services were held Tuesday at 
the Gladwin residence. 

Material evidence of Mr. Gladwin’s 
great popularity was given on “Gladwin 
Day” when he celebrated his fortieth an- 
niversary with the company. The field 
force in his honor paid for a volume of 
business which set an all time high rec- 
ord for daily business. 





H. C. Lawrence, northern New Jersey 
general agent Lincoln National Life, 
who is observing his 15th anniversary 
in that post, has become a member of 


the “Million Dollar Round Table” 
group of the National Association of 
Life Underwriters, and also has won 
several honors from his company, 


among them being “the most valuable 
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agent in 1936,” president of the “Minute- 
Men Club” and president of the ““Eman- 
cipator Club.” He is past president 
Life Underwriters Association of North- 
en New Jersey and also national ex- 
ecutive committeeman for northern New 
jersey. He led the country for his com- 
pany in July in personal production and 
his agency ranked third on a paid basis. 





Gerald Powell, head of the cancela- 
tion section of Pravident Mutual’s ac- 
tuarial department, celebrated his 50th 
anniversary with the company Aug. 18, 
and automatically became the ‘baby 
member” of the famous Fifty-Year Club 
consisting of men who have served 50 
years or mare in the home office. Gifts 
were presented to Mr. Powell by Presi- 
dent M. A. Linton on behalf of his as- 
sociates. They consisted of a handsome 
wrist watch and a book in which were 
inscribed the names and good wishes 
of friends. Two huge bouquets of flow- 
ers flanked his desk, and he was ten- 





dered a special luncheon by the officers. 

Besides Mr. Powell, the other mem- 
bers of the Fifty-Year Club are: F. H. 
Weed, manager of the mortgage loan 
department; R. L. Beatty, assistant sec- 
retary; L. M. Allen, assistant treasurer, 
and O. D. Weed, manager of the actu- 
arial department. 





Robert Barr, wha is in charge of the 
conservation department at the head 
office of the Columbus Mutual Life, is 
the perennial song leader at its agency 
conventions. He has a vaice of mag- 
nificent timbre and in conducting chor- 
uses he is able to enthuse his audience 
until all become song birds. He is the 
song leader of the Columbus Life 
Underwriters Association. In his con- 
servation work Mr. Barr is recognized 
for his individual letters sent out to 
those he is trying to hold on the books. 
They all have a personal touch and are 
not the conventional epistles usually 
sent out on such occasions. 








LIFE AGENCY CHANGES 





Whitehead Made Assistant 


Will Work with General Agent W. T. 
Shepard of the Lincoln National at 
Los Angeles 








W. T. Whitehead has been appointed 
assistant general agent of the Lincoln 
National Life at Los Angeles by Gen- 
eral Agent W. T. Shepard with office 
in the Associated Realty building. He 











W. T. WHITEHEAD 


was formerly supervisor of field research 
ior the Northwestern National Life. In 
his early career he was for many years 
in income tax work which led him into 
life insurance. There followed several 
years of successful personal production, 
Management of groups of men and 
affiliation with banks for the purpose 
of building their trust departments 
through life insurance setups. In 1933 
he went with the Northwestern National 
Life and was assigned to duties in the 
feld assisting agents in maintaining a 
satisfactory level of production and com- 
pensation. Because of his success dur- 
ing the last two years with the company 
he assisted in the organization and de- 
velopment of the sales research depart- 
ment designed to improve home office 
supervision and training in the field. 
The keynote of this operation was to 
step up to a higher level the production 
ot experienced field men and to find ways 
and means of helping the newly in- 
ducted agent reach the stage of self- 
support more rapidly. 


Carmitchel with Bankers Life 


H. E. Carmitchel, who becomes gen- 
eral agent of the Bankers Life of Ne- 
braska for four Missouri counties, is lo- 
cated in the Ilgenfritz building at Se- 
dalia, Mo. He is a native of Kansas 

ity, Kan., and during his college days 
8ained recognition as a football and bas- 
ketball player. He has done much spe- 
aalty work in the field of estate analyz- 

g. 





| fore the war. 





Prudential Promotes Bushnell 





Succeeds the Late T. P. Reynolds as 
Virginia Ordinary Manager with 
Richmond Headquarters 





Nathan Bushnell has been appointed 
ordinary manager for the Prudential for 
Virginia with Richmond headquarters. 
He will succeed Thomas P. Reynolds 
who died recently after representing the 
company in that capacity since 1915. 
For several years prior to Mr. Reynolds’ 
death he served as assistant manager 
under Mr. Reynolds. Previously for 11 
years he was manager for the Jefferson 
Standard Life for Virginia. He started 
his life insurance career with the Equi- 
table Life of New York at Richmond, 
working as a producer for five years be- 
He is a native of Boston, 
having been born in that city in 1889. 
He is a past president of the Richmand 
Association of Life Underwriters and a 
former executive committeeman. On 
Sept. 1 when he formally assumes his 
new duties as Virginia manager for the 
Prudential there will be a rally at Rich- 
mond of Virginia agents. Arthur L. 
Stephans, supervisor fram the home 
office, will talk. 





John Hancock Texas Setup 





Ricks Strong Is the General Agent in 
Dallas and Bruce Patterson in Hous- 


ton 





Much interest was taken in the an- 
nouncement that was made to the gen- 
eral agents of John Hancock Mutual 
attending their meeting in White Sul- 
phur Springs, W. Va., that the com- 
pany had entered Texas and had ap- 
pointed general agents in Dallas and 
Houston. The complexion of the life 
insurance business in Texas has 
changed in the last two or three years. 
Several important companies have en- 
tered or reentered the state including, 
in addition to John Hancock, Equitable 
of New York, State Mutual Life and 
Connecticut Mutual. 

At Dallas the general agent is Ricks 
Strong, who is one of the best known 
Texans in the life insurance business. 
He is in Denver this week and was one 
of the speakers at the general agents 
and managers section of the National 
Association of Life Underwriters there 
Tuesday. For the past 14 years he has 





Pave the Way—An accident policy sale 
is the easiest way to get acquainted with your 
prospect and pave the way for other lines. 
For suggestions that sell read The Accident 
& Health Review, A-1946 Insurance Exchange, 
Chicago. Sample 10c. 








been with the ald Missouri State Life 
and General American. <A _ native of 
Arkansas he has been in Texas for the 
last several years. He is the immedi- 
ate past president of the Texas Life 
Underwriters Association. He was one 
of the first to attain the C. L. U. desig- 
nation and possesses the C.L.U. agency 
management certificate. 

The general agent at Houstan is 
Bruce Patterson. He is a native of 
Texas and has been in the insurance 
business 12 years. Formerly he was an 
outstanding producer for the Atlantic 
Life. He graduated from the Univer- 
sity of Illinois. 

In making the announcement, Presi- 
dent Guy W. Coax said John Hancock 
feels well acquainted in Texas since it 
has maintained investment offices there 
since 1899. John Hancock has about 
$30,000,000 invested in Texas. 

Mr. Patterson was connected with 
Union Central in Texas until he became 
general agent for Atlantic Life. 

Later John Hancock may establish a 
general agency in San Antonio. 





Price Named at Tyler, Tex. 


ST. LOUIS, MO —The _ General 
American Life has appointed R. N. Price 
general agent at Tyler, Tex., his terri- 
tory including a large part of eastern 
Texas. He has been with the company 





two years as an agent, formerly clearing 
through the Dallas general agency. He 
is well known in college football and has 
officiated at many big games in the 
southwest and south. 





San Bernardino Branch Is 


Opened by Walter G. Gastil 


Walter G. Gastil, manager at Los 
Angeles of the Connecticut General 
Life, has opened a branch at San Ber- 
nardino to serve policyholders and de- 
velop new business in San Bernardina 
and Riverside counties. The office will 
be in charge of Lloyd G. Rowell, who 
for the last four years has been district 
manager at Santa Ana for another cam- 
pany. He built a substantial agency 
organization there and was very active 
in the life underwriters’ association, 
having been elected its president shortly 
before leaving that territory. 

It is planned to build a substantial 
agency organization in the cities of San 
Bernardino and Riverside and in other 
cities of the two counties. 








Anderson Named Supervisor 

R. R. Anderson becomes supervisor 
of the St. Louis agency of the Fidelity 
Mutual Life under Manager J. B. Camp- 
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We Have Learned 
by Experience 


We have learned by experience what Life Insurance needs are, and 
our representatives are constantly trained in the filling of these 


needs. 


Great-West men have the backing of a first-rate Home 


Office organization; branches and agencies are located at strategic 
points and geared up to the efficient service of every client. The 
results are seen in the steady expansion that comes of satisfied 
policyholders. The strength of the Great-West Life is well known 


to Life Insurance men. 
international. 


Its organization is continent-wide and 


‘SREAT-WEST LIFE ASSURANCE COMPANY 


WINNIPEG, CANADA 


HEAD OFFICE - 


ASSETS - = = = = 
INSURANCE IN FORCE - 


$150,005,674 
$575,844,591 
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bell. He entered life insurance in 1919 
with the Missouri State Life, remaining 
for about 13 years. Then he became 
regional director at Seattle, Wash., for 
the Yeomen Mutual Life. Later he 
served for a short time as executive 
vice-president in charge of agencies for 
a Washington company. 


Pelton to Richmond, Va. 


R. K. Pelton, formerly district man- 
ager Mutual Benefit Health & Accident 
and United Benefit Life at Covington, 
Ky., has been promoted to district man- 
ager at Richmond, Va. The Richmond 
agency is under the jurisdiction of W. E. 
Cox of Louisville. 

Mr. Pelton was formerly with the U. 
S. Chamber of Commerce. He has been 
in insurance work two years and has 
made an outstanding record as a pro- 
ducer. 


Ingebritsen General Agent 

The Central Life of Iowa has ap- 
pointed C. R. Ingebritsen general agent 
at Janesville, Wis., and surrounding ter- 
ritory. He is well known in southern 
Wisconsin, formerly having been a 
teacher. He ranked second among the 
agents country-wide in a contest to 
qualify to attend the national conven- 
tion in Denver this week. The agency 
headquarters is at 29 West Milwaukee 
street. 


Waltenberger Named 

Paul A. Waltenberger, Bay City, 
Mich., active in American Legion af- 
fairs, has been appointed general agent 
for the Mutual Trust Life with terri- 
tory comprising Bay, Saginaw, Tuscola, 
Sanilac, Huron, Gratiot, Isabella and 
Midland counties. 


Hunt With Great Southern 

The Great Southern Life has ap- 
pointed L. E. Hunt, supervisor, with 
headquarters in Lubbock, Tex. He will 





have charge of the southern plains sec- 


tion of west Texas, and will work under 
C. F. Collier, agency director of the 
Amarillo division. 

Mr. Hunt has been in life insurance 
for 13 years, first as a personal producer, 
and more recently in agency organiza- 
tion work. Offices will be maintained in 
the Myrick building. 


Moore Succeeds Stevenson 

Ray T. Moore, Cedar Rapids, Ia., has 
been appointed district manager for the 
Equitable Life of New York, succeeding 
G. G. Stevenson of Cedar Rapids, who 
becomes general agent in Des Moines 
for the Northwestern National Life. 


Detroit Men Resign 

3en Fishman of Detroit has resigned 
as general agent of the Lincoln Na- 
tional Life. Morris Fishman and Eman- 
uel Fishman, both from the same 
agency, have also resigned. 


Opens Vancouver Office 


The London Life has opened an 
office in Vancouver, B. C., with C. F. 
Sims as manager. 


Northern Life Names Spellman 

Frank Spellman of the Northern Life 
of Seattle has been named manager of 
the Minneapolis-St. Paul agency. Mr. 
Spellman has been with the company 
for 11 years, and has been a Tower Club 
leader. 


Name Oregon Supervisor 

W. A. Doherty, veteran agent of the 
Bankers Life of Iowa, has been named 
eastern Oregon supervisor. 





Ted Voigt, agency manager for the 
southern department of the West Coast 
Life, will also be San Antonio, Tex. 
district manager. 

The Equitable Life of lowa has ap- 
pointed H. L. Swenson of Elkader, Ia. 
district agent for Allamakee and Clay- 
ton counties with headquarters’ at 
Wukon. 
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LIFE SALES MEETINGS © 





Texas Agents in Gathering 


General Agent Gamble of Ohio 


National Host; Home Office Men 
Attend 
With W. A. Gamble, San Antonio, 


Texas, general agent of the Ohio Na- 
tional Life, as host, Texas agents al 
that company held an agency meeting. 
Vice-president J. H. Evans, assisted by 

’. C. Temple, resident superintendent 
of agencies, Dallas, directed the pro- 
gram. Mr. Evans told of the investment 
program and results achieved. 

Grant Westgate, superintendent ot 
agencies, discussed “A Work Program,” 
summarizing results by agents wha 
have followed the program in prospect- 
ing to avoid a production slump, have 
consistently made a minimum number 
of calls and actual interviews. He 
showed relation of calls and presenta- 
tions to income per working hour. 
After a recess, he discussed “Organized 
Sales Talk.” He agreed with objectors 
to canned talks that are purely mechan- 
ical presentations, but stressed that 
great actors constantly study their lines 
and repeat the words aloud. 


Discusses Selection in Field 


W. H. Harrison, actuarial depart- 
ment, home office, discussed the new 
rate book and told home aftice under- 
writing procedure. 

Mr. Evans discussed importance 
raising the average size policy. 


of 


Franklin Life’s School 

Three days of strenuous work, includ- 
ing night meetings, awaited the 45 
agents selected to attend the home office 
training school held by the Franklin 
Life of Springfield, Ill., on August 23-25. 
The program prepared by Rollin Young, 
agency vice-president, gave only part of 
one morning session to talks by home 
office officials, and these talks, by Henry 
Abels, vice-president; A. O. Merriam, 
investment vice-president, and J. W. 
Jones, underwriting vice-president, were 
targeted on training subjects. 

Agents were divided into small groups 
under carefully prepared instructors and 
coached intensively on prospecting, sales 
technique and sales deportment, the use 
of selling helps, maintenance of sales 
records and technical subjects. 


Meet in Elkhart Lake, Wis. 

ELKHART LAKE, WIS.—E. G. 
MacDonald, district manager Equitable 
Life at Sheboygan and president Wis- 
consin Association of Life Underwriters, 
gave the address of welcome at the an- 
nual meeting and outing of the H. E. 
‘Kerber agency of Chicago. 


Loyal Life Agents Gather 


TORONTO.—\The Loyal Protective 
Life will hold its annual eastern agents’ 
convention in the Royal York Hotel 
here Sept. 2-4. This will be widely at- 
tended by all Ontario and United States 
agents east of the Mississippi river. J. 
M. Powell, president, and E. B. Fuller, 
vice-president, will attend, and also C. 
F. Merrifield, field instructor. The 
Loyal Protective is the outcome af 
merger in 1937 of the Loyal Life and 
Loyal Protective. The Loyal Protective 
has operated in Canada since 1895. The 
Dominion department has licensed the 
company, to write life, sickness and ac- 
cident insurance. Miss E. M. Watt 
is chief agent for Canada. 








Meet at Miami in 1939 


ST. LOUIS.—Members of the Presi- 
dent’s and Leadership Clubs of the Gen- 
eral American Life are to meet in Miami, 
Fla., in January, 1939. Quality business 
is stressed in the qualification rules and 











club regulations. 





———e 


Aetna Regional Conference 


Gather at Colorado Springs Next 
Week for Meeting—President Brain. 
ard Will Speak 


COLORADO SPRINGS.—J. Stanley 
Edwards, Denver general agent, will be 
chairman at the opening session of the 
four-day Aetna Life regional meeting 
which will be held here Aug. 30. 

Other speakers on the opening session 
include President Morgan B,. Brainard 
and S. T. Whatley, vice-president. ¢. 


W. Hoefle, Oklahoma City, will be 
chairman on the second day. Speakers 
will be L, P. Sabin of Portland, Al 


Bluhm of Chicago and D. H. Teas of 
Milwaukee. 

The chairman for the sessions on Sept, 
1 will be John Krehbiel of Los Angeles, 
S. EF. Westbrook, vice-president; H. S, 
Beers, vice-president, and Mr. Whatley 
will speak 

Ladies in attendance will attend a tea 
on the opening day; will travel by bus 
over the scenic Broadmoor-Cheyenne 
Mountain Highway to the Shrine of the 
Sun, erected to the memory of Will 
Rogers, returning in time for luncheon 
on Tuesday; and on Wednesday a bridge 
session is arranged. 

The annual convention banquet also 
will be held Wednesday evening in the 
ballroom of the hotel. Gordon H. Camp- 
bell, Little Rock general agent, will be 
the toastmaster, and President Brainard 
will speak. The banquet will be fol- 
lowed by a dance. 

The regional golf tournament will be 
held on Wednesday afternoon at. th 
Broadmoor course. 


Capitol Life Agents Convene 


Profitable Selling Discussed by Lead- 
ers at Denver Gathering—President 
Daly Welcomes Visitors 


DENVER.—One of the most success- 
ful and instructive conventions ever held 
by Capitol Life was held here. The con- 
vention theme was “Profitable Selling.” 
President Clarence J. Daly welcomed 
the delegates to Denver at the opening 
session. The response was made by 
S. M. Cowan of Oklahoma City.  Fol- 
lowing this the delegates were intro- 
duced by Frank Antonelli, superintend- 
ent of agencies. W. A. Diffey of Dallas 
and Vice-President W. E. Hutton spoke. 
The day’s events were concluded with a 
banquet and dance 

Speakers on the second day’s session 
were B, T. Cantrell, of Denver; Fred B. 
Krueger, of Denver; Sanford Stewart, 
Denver: D. M. Brilhart, Seattle; J. M. 
Moser, Houston; Sol Zuckerman, Chey- 
enne; J. F. Reinhardt, Denver; L. E. 
Bratton, Denver, and Mr. Antonelli. In 
the evening a dinner party was held. ss 

Discussing “Persistency in Practice, 
Sanford Steward, who qualified both 
himself and his wife for the convention, 
said that this meant only three things 
to him, “Business properly sold—to the 
proper class of people—and_ properly 
serviced.” 

“Tf an agent will sell people regu 
larly employed with steady incomes ané 
service them properly, then he has at 
asset on which to build his insurance 
career. Nothing helps a salesman like 
knowing a man’s work, business of 
hobby,” said Mr. Stewart. 

Speakers on the last day’s sesion were 
W. Arnold Diffey of Dallas, Bert M. 


—— 





You’re In the Money—when you s#! 
accident and health. Read The Accident & 
Health Review for sales pointers. Sample 
10 cents. Address A-1946 Insurance & 
change, Chicago. 
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(asley of Denver, Albert Marranzino of 
Denver, J. L. Millican of Oklahoma City, 
Roland M. Cowan of Oklahoma City, 
William Golden of Oklahoma City, and 
president Daly. <A picnic and steak fry 
yt Troutdale-in-the-Pines near Denver 
concluded the meeting. 


Yeomen Mutual Convention 

Twenty-seven agents of the Yeomen 
Mutual Life were awarded membership 
i the company’s “Pioneer Club” this 
month and rewarded with a trip to the 
937 convention at Del Mante, Cal. 
Awards were ‘based on high production 





LIFE INSURANCE EDITION 




















for the 12 months ending Aug. 1. In 
addition to the qualifying agents, six 
officers participated in the convention, 
including A. H. Hoffman, president; G. 
F. Wall, secretary; Dr. E. B. Mountain, 
medical director; A. W. Larsen, actuary; 
T. H. Young, superintendent of agents, 
and J. J. Prather, agency secretary. 


Gather at St. Paul 

ST. PAUL—St. Paul this week was 
the gathering point of hundreds of rep- 
resentatives af the Sun Life of Canada, 
en route to the annual company con- 
vention at Jasper Park, Canada. 
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As SEEN FROM CHICAGO 





OVERCOME DOUBLE JINX 

The J. E. Smith ordinary agency of 
the Prudential in Chicago staged a jinx 
campaign on Friday, Aug. 13. The 
double jinx idea was stressed, as agents 
had to overcome the hot weather jinx 
as well as Friday, the 13th. Thirteen 
volunteers were sought to write at least 
$13,000 each during the day. As a re- 
sult $150,000 of new business was se- 
cured. 

Mr. Smith is one of the outstanding 
veteran. managers in Chicago with a 
successful record of 37 years. 





FISCHER AND LYNN IN CHICAGO 
Chester O. Fischer, vice-president of 
the Massachusetts Mutual Life, and A. 
)). Lynn, assistant director of agencies, 
visited the E. W. Hughes and John H. 
Dingle general agencies in Chicago on 
the way to the annual convention of the 
National Association of Life Under- 
writers. 


EMANUBLSON WITH DINGLE 


C. H. Emanuelson has been named 
supervisor of the John H. Dingle 
agency of the Massachusetts Mutual 
Life. Mr. Emanuelson is a Northwest- 
ern University graduate. He started in 
insurance at the Continental Assurance’s 
home office. Later he went with the 
old Northern States Life. When that 
company was reinsured by the Lincoln 
National Life, he was: sent ta the St. 
Louis office of the Lincoln National as 
cashier, under General Agent J. S. 
Braunig. Mr. Braunig identified Mr. 
Emanuelson as a distinctive sales type 
and made him supervisor. When Mr. 
Braunig joined the Dingle agency as 
assistant general agent, he recom- 
mended Mr. Emanuelson as supervisor. 


PROGRAMS AFTER SALE 


The Freeman J. Wood general agency 
of the Lincoln National Life in Chicago 
has been making a sales record in pro- 
graming insurance. The agency is 
two months ahead of its last year’s pro- 
duction and was fifth among company 
agencies for both July and August. Mr. 
Wood ranked second in personal pro- 
duction in July and seventh in August. 
Instead of spending a great deal of 
time in preparing a program and then 
missing out because the prospect de- 
cides not to go ahead or places the busi- 
less with some friend, Mr. Wood sells 
him the policy first and then programs 
afterwards. After the program is com- 
= additional insurance is usually 
SOld, 


NAMES ANNOTATING COMMITTEE 

The annotating committee of the Illi- 
hos State Bar Association which will 
have charge of annotating the new IIli- 
hois insurance code has been appointed 
by Henry S. Moser, chairman of the 
bar association’s section on insurance 
law. The members are J. H. Braun, 
general counsel, Chicago Motor Club; 
Whitney Campbell, of the legal firm of 
laylor, Miller, Busch & Boyden; Hen- 
dtik Folonie, Hicks & Folonie: A. W. 
Fulton, fraternal society attorney; H.C. 
lavighurst, professor of insurance law 
North estern University; Senator T. E. 
fane; Tom Leeming of West & Eck- 
art, legal firm; Elmer Leesman of the 








law department Chicago Title & Trust 
Co.; R. H. Matthias of Ekern & Mey- 
ers, legal firm; E. V. Mitchell, general 
counsel Continental Casualty; C. M. 
Smith, counsel Kemper group; Frank 
Young, attorney insurance department, 
and Mr. Moser. Meetings have been 
started and the work of annotating sev- 
eral sections has been completed but in 
all probability several months will be 
required before it is completed. 


CONNECTICUT GENERAL OUTING 





Climaxing a six weeks summer con- 
test, 40 Connecticut General representa- 
tives in Chicago and 40 wives enjoyed a 
two-day outing at Delavan Lake, Wis. 
Vice-president and Agency Manager F. 
H. Haviland, who was on his way to 
the Denver convention of National As- 
sociation of Life Underwriters, partici- 
pated. The Chicago agency so far this 
year has equalled its entire 1936 writ- 
ings. Walter Burtis, a man of 58 years 
of age, formerly proprietor of a foun- 
dry, who has been in the life insurance 
business only two years, heads the en- 
tire company in production. 





Vv. S. WELCH IN FLORIDA 

The sudden death last week of Victor 
E. Beamer, Florida agency manager for 
the Equitable Life of New York, has 
temporarily taken Second Vice-Presi- 
dent V. S. Welch away from this city, 
where he was recently installed as ad- 
ministrative officer for the territory. He 
expects to be back in Chicago as soon 
as everything is squared away in the 
Florida field. 


LIFE COMPANY STOCK QUOTATIONS 
H. W. McKinney of G. L. Ohrstrom & 
Co., Board of Trade Building, Chicago, 
gives the following quotations on the stock 

of life companies : 
Par Div. Bid a 


Aetna Life ..... 10 .60 29% 
Amer. Life, Ala... 5 aaa 4 ne 
Bank. Nat. Life. 10 1.00 40 45 
Build. Life, Ill... 1 Save aa 2 
Central Life, Ill. 10 daa 9 me 
Cent. States Life 5 i 2 4 
Columbian Nat..100 4.00 80 90 
Commonw. Life. 10 15 417 19 
Conn. Gen. Life. 10 .80 36 38 
Cont. Assurance. 10 2.00 37 39 
Cont. Am. Life.. 10 1.20 3 3 
Farm, & Traders.100 12.00 210 225 
Fed, Life, Chgo.. 10 wae 8 ae 
Girard Life ..... 10 40 10 12 
Great Nor. Life.. 10 ste 4 — 
Great South. Life 10 2.50 25 30 
Guar. Life, Ia...100 a 100 125 
Kan. City Life..100 16.00 450 500 
Life & Cas., Tenn. 2 are 15 17 
Life of Va.....+. 20 3.00 73 80 
Lincoln National 10 1.20 26% 28 
Mo. State Life... 10 ae 1 2 
Natl. Life & Ac.. 10 1.60 65 75 
New World Life 10 .40 5% 6% 
Northw. National 5 .60 13% 14% 
North Amer. .... 2 ae 4% 5% 
Ohio National... 10 1.00 24 28 
Ohio State Life..100 10.00 225 a 
Old Life Life... 10 .60 15 17 
-acific Mutual.. 1 eats 2% 8% 
Pan Amer. Life. 10 50 18 20 
Peoples Life, Ind. 10 .60 20 : 
Philadelphia Life 10 ae 4 5 
Prot. Life, Ala.. 10 -60 14 re 
Prov. Life, N. D. 10 .80 11 ae 
Rockford Life .. 10 was 4 8 
Sun Life, Can...100 me 680 720 
TRAVOIGES 2. ccus 100 16.00 485 495 
Union Central... 20 .80 35 - 
Wisconsin Natl.. 10 -50 15 17 


SLOAN AGENCY OUTING 


The Sloan agency of the Equitable 
Life of New York will have a two-day 
outing at Crystal Lake Country Club 
the week following the closing of its 








SETTLEMENT 
With The Application 


Agents tell us that cash with the application solves a 
lot of problems common to field men. 


It saves making a resale at the time of delivery. Time 
used in this manner can be used to make other sales. 


The agent knows he has done a complete selling job 
—no “ifs, ands, or buts.” He can look upon the sale 
without mental reservations! 


To be able to do that is werth a lot!! 


Protective Life agents are continuously urged to “get 
the cash with the app”—more and more of them are 
getting it. 


LIFE INSURANCE @. 
BIRMINGHAM, ALABAMA, 
S. F. Clabaugh, President 




















Jack Browning — 20 Years 


On Monday, August 16, Jack Browning, General 
Agent in Burlington, N. C., completed 20 years of 
membership in the Pilot's App-A-Week Club. During 
these twenty years—which represent the entire span 
of his insurance experience—Browning has obtained 


every week one or more applications. 


For this brilliant record of consistent production, the 


Pilot Life is happy to pay tribute. 


PILOT LIFE INSURANCE CO. 


Greensboro, North Carolina 
Emry C. Green, President 
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contest qualification period on Sept. 18. 
The agency’s business has shown a con- 
sistent increase over last year not only 
in total production, but in average size 
cases and in volume per agent. The 
contest is based on application and/or 
paid business. 





News wt Pacific 
Coast States 


— 


Agency Cashiers Organized 


Fixa Is First President of San Fran- 














cisco Group; to Meet Sept. 16 to 
Hear Insurance Speaker 
The Life Agency Cashiers Associa- 


tion,. recently organized in San Fran- 
cisco, will hold a dinner meeting Sept. 
16 with a speaker representing either 


trust officers, medical directars, insur- 
ance attorneys or underwriters. J. F. 
Fixa, Prudential, the president, and T. 


W. Hoag, Penn Mutual, vice-president, 
are arranging the program. A. F. 
White, Phoenix Mutual, is secretary- 
treasurer. 

It is understood the organization is 
the outgrowth of a recent skeleton or- 
ganization created during Life Insur- 
ance Week when, for the first time, the 
cashiers banded together to assist 
agents in promoting the institution. 

Members of the executive committee 
are: R. W. Fish, Northwestern Mutual; 
V. G. Benedict, Lincoln National; 
Floyd Thompson, New England Mu- 
tual; J. M. Cody, New York Life; Percy 
Wilson, Jr., Prudential; C. W. Toon, 
Union Central. Mr. Hoag heads the 
publicity committee. 








ASSOCIATIONS 


Committee Chairmen Are 


Announced in New York 


NEW YORK — President A. V. 
Youngman of the New York City Life 
Underwriters Association has announced 
confirmation af committee chairmen as 
follows: Admissions: George Alk, Penn 
Mutual; banquet: H. R. Dowell, New 
England Mutual; budget: L. A. Cerf, 
Jr., Fidelity Mutual; business conduct: 
C. E. Maxwell, Mutual Benefit; com- 
pany relations: Lawrence Lifshey, New 
York Life; caoperation with attorneys: 
L. G. Simon, Equitable of N. Y.; co- 
operation with brokers: Gerald A. Eu- 
bank, Prudential; cooperation with C. 
L. U.; Carl Spero, independent; co- 
operation with managers: W. M. Car- 
roll, Jr., Berkshire; cooperation with 
supervisors: Carl Smith, Connecticut 
Mutual; receptions: R. J. Manheimer, 
Equitable of N. Y.; wamen’s activities: 
Mrs. Kathryn Ford, Mutual Life of N. 
Y.; cooperation with trust companies: 
E. H. White, Aetna Life; cooperation 
with weekly premium agents: Hyman 
Goldman, Prudential; educational 
courses: M. A. Osborn, C. L. U., Mu- 
tual Life of N. Y.; finance: K. A. 
Luther, Aetna Life; law and legislation: 
J. S. Myrick, Mutual Life of N. Y.; life 
insurance week: C. Preston Dawson, 
New England Mutual; membership: H. 
Arthur Schmidt, New England Mutual; 
national convention: Mrs. A. Eleanor 
Winn, Equitable of N. Y.; planning: 
E. J. Allen, John Hancock; public rela- 
tions: F. Ellsworth Baker, National 
Life of Vermont; sales congress: P. A. 
Peyser, Massachusetts Mutual; consti- 
tution and by-laws: R. B. Skillings, 
Home Life of N. Y.; library: J. K. 
Luther, Aetna Life; 1941 national con- 
vention: T. M. Riehle, Equitable of 

Y.; speakers: C. L. McMillen, 
Northwestern Mutual. 

Mr. Youngman also announced the 

appointment of chairmen of the follow- 











ing special committees; community 
speakers: A. Edward Anderson, Mutual 
Benefit Life; public information: E. T. 
Wells, National Life of Vermont; high 
school essay committee: J. E. Bragg, 
Guardian of N. Y.; public motion pic- 
ture project: H. L. Wofford, Prudential; 
institutional motion picture: Harry 
Phillips, Jr., Penn Mutual; radia pro- 
gram: J. M. Fraser, Connecticut Mu- 


tual; market survey: R. H. Denny, 
State Mutual; exhibit space: H. 
Loewenheim, Mutual Benefit. Activities 


of these special committees are being 
coordinated by F. E. Baker, chairman 
of the public relations committee. 





Madison, Wis.—Walter Rhodes, state 
manager Business Men’s Assurance here, 
was elected national committeeman for 
a three-year term. 





Birmingham, Ala.—About 500 agents 
and their families attended the annual 
picnic. Ben Walker was general chair- 
man. 





Rutland, Vt.—B. D. Bell has been 
elected president, H. H. Holbrook is 
vice-president, Charles Mores, treasurer, 
and W. C. Shouldice, Jr., is secretary. 





Atlanta, Ga—The annual barbecue, 
golf match and dance was held this 
week, 





Bowles Sug¢gests 
Mortality Study 


(CONTINUED FROM PAGE 1) 


“And finally, if in the event it be con- 
ceded that a new mortality investigation 
or a new mortality table is not a pres- 
sing need at this time, is there any way 
to correct what appears to be either a 
glaring error or a potential source of 
corruption in the statements required by 
law to be filed with and published by 
the various departments of insurance? 
The use of figures gleaned from the gain 
and loss exhibits, particularly, by un- 
scrupulous or irresponsible persons may 
well serve to create a false and mislead- 
ing impression upon the public. 


Seeks Practical Solution 


“Some of these questions no doubt 
have been answered already by those 
best qualified to answer them—our actu- 
aries and the mathematicians—but tech- 
nical replies or objections do not appease 
a public which looks for a practical, per- 
haps illogical, solution, sufficiently sugar- 
coated, and not one which it considers 
theoretical or hypothetical. I, too, seek 
a practical solution, but not an illogical 
or a harmful one.” 

He said no one can deny that the 
American Experience table does not re- 
flect present day trends. It was con- 
structed in 1893 from experience of 
some 60 British life offices extending 
over the period 1863-1893. There have 
been a number of mortality investiga- 
tions and studies including the Ameri- 
can- Canadian mortality investigation 
based on experience of 59 companies 
from 1900-1915 covering all years of is- 
suance from 1843 through 1914 and re- 
sulting in the American Men table and 
Canadian Men table published in 1918, 


Rejected Proposal in 1926 


Mr. Bowles said these tables reflect 
very accurately actual experience on in- 
sured lives and were compiled at the 
suggestion and request of the commis- 
sioners convention, but the American 
Men table never has been adopted as a 
statutory valuation basis. The proposal 
was made to the commissioners in 1926 





that the American Men Ultimate table- 


be adopted as a permissive valuation 
standard but this was not done. 

“The American Men table was the re- 
sult of a profound and extensive study 
by a body of men undoubtedly better 
equipped mentally and mechanically as 
well as by training to make such an in- 
vestigation than any legislative commis- 
sion could possibly be,’ Mr. Bowles 
said. “That it reflects accurately pres- 
ent day mortality trends among insured 
lives, at least through the first quarter 





of this century, is conceded by every 
one, yet the objections to its adoption 
even as a permissive standard were so 
many and so varied as to result virtu- 
ally in its repudiation by its sponsors.” 

Mr. Bowles characterized the interest 
decrease as “rather alarming,” especially 
in relation to the interest assumption in 
life policies. Massachusetts department 
figures show roughly that gain from 
mortality in 47 companies increased 
from $344,000,000 in 1931 to $367,000,000 
in 1935, while gain from interest de- 
creased from $267,000,000 in 1931 to 
$92,000,000 in 1935, a net decrease in the 
five year period of from $611,000,000 in 
1931 to $459,000,000 in 1935. Earned 
interest rate has decreased in the same 
period from 5.03 percent to 3.66 percent. 

“To me at the present time,’ Com- 
missioner Bowles said, “it appears that 
one of the all-important phases to be 
considered results from the increasing 
dissemination in recent years of insidious 
propaganda directed against insurance, 
cleverly disguised and seemingly sup- 
ported by statistics. This, I can assure 
you, has created an exceedingly delicate 
situation.” 


Faith in Country, 
Life Insurance, Is 
Noted in Survey 
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greatest problem. Another executive 
noted liberalization of investment laws 
in some larger states, including Con- 
necticut and New York, and expressed 
the hope the temptation to move into 
less conservative investments will not 
be too pronounced. A president how- 
ever felt the investment field should be 
broadened, though cautiously, with two 
purposes in mind: First, to increase 
strength through practical diversifica- 
tion, and second, to increase average re- 
turns over a period of time through in- 
direct effect of avoiding too much em- 
phasis on certain so-called legal types 
of securities, which thereby obtain a 
fictitious market value above their in- 
herent merits. He leans toward broad- 
ening provisions for arbitrary valuations 
so that market fluctuations should not 
affect balance sheets importantly either 
up or down. A middle western presi- 
dent said the big risk is the feeling of 
pressure that might cause some execu- 
tives to relax conservative practices and 
venture into unaccustomed fields. 


Report on Group 


In the report of the life insurance 
legislation committee, Chairman H. 
Garrett, British Columbia, reviewed the 
group insurance situation and compared 
the New York group definition to the 
policies issued by Canadian companies. 
It is not clear that a separate definition 
is imperative in Canada, he said. He 
suggested that the Canadian Life Of- 
ficers Association be invited to discuss 
the advantage of and the need for a 
definition and the applicability of the 
New York provisions to Canadian con- 
ditions. Group life is obviously on a 
totally different basis from ordinary and 
every contract should be entered into 
only after meticulous study and con- 
sultation between various parties to it, 
said Mr. Garrett. Serious consideration 
should be given to whether or not the 
provisions of the uniform life insurance 
act are appropriate to group life. It is 
important that the rights of any em- 
ploye or his beneficiary should not be 
jeopardized because the legislation is in- 
accurately drafted, said the report. 

The standing committee on annual 
statement blanks reported a number of 
changes in blanks and procedure and 
recommended that it be authorized to 
approve and recommend for uniform 
adoption certain changes listed and 
others on which the committee later may 
agree. W. K. Colin Campbell, secretary, 


prepared the report. 

H. D. McNairn reported for the com- 
mittee on licensing and regulation of 
life insurance agents which reported to 





Rollin Young Issues 
Challenge on a Record 





—e 


Rollin Young, agency vice presiden; 
Franklin Life of Springfield, Ill, aga. 
vances a claim for Agent E. H. Redlic) 
which amounts to a challenge: \;. 
Redlich has this year qualified as a 
member of its Quarter Million Dollar 
Club for the 25th consecutive time. Ip 
eight of these years he continued 
through the Quarter Million Club re. 
quirements and won membership in the 
Half Million Dollar Club. 

“Mr. Redlich’s production record of a 
quarter million or more a year for a 
quarter of a century,” Mr. Young says, 
“is probably uneualled. Can anyone 
else match it, or shall Mr. Redlich re. 
ceive the laurel as champion marathon 
producer of the world?’ 











the 1936 conference but for whose con- 
tinuation no provision was made. He 
felt a standing committee on the subject 
should be constituted. He said the last 
committee recommended that Provinces 
which had not enacted legislatively on 
matters relating to twisting, rebating 
etc., should do so. Mr. McNairn said 
that since last year New Brunswick 
alone has enacted the recommended 
legislation and na other provinces have 
changed their laws. 

There is scarcely any law uniformity 
among the provinces affecting twisting, 
rebating, trafficking and privileged in- 
formation, and Mr. McNairn said there 
appears no reason why the Canadian 
superintendents should nat reach an 
agreement that would lead to uniform- 
ity. He also suggested that there be 
considered the desirability of recom- 
mending to all pravinces that where a 
life agent’s license is suspended or re- 
voked in one province for cause the 
agent should not be granted a license 
in another province during the period 
of suspension, or where his license has 
been permanently revoked, a_ province 
should not issue a license until the ap- 
plication has been formally considered 
before an advisory board or otherwise 
thoroughly investigated. 

In his address ‘of welcome, Attorney- 
General Paul Leduc of the province of 
Ontario expressed hope that few changes 
in statutes would be found necessary. 
“Don’t add too many laws to the statutes 
unless absolutely necessary,’ he said. 
“In your deliberations, you will not only 
remember the state and the companies, 
but also the man who makes the insur- 
ance business possible by paying his 
premiums faithfully, year after year. 
Frankly I am more interested in him 
than in anything else and I trust that 
you will give particular attention to the 
protection and the rigths of the policy- 
holder.” 


Large Attendance From U. S. 


Attendance included the following 
from the United States: Commissioners 
Blackall of Connecticut and Bowles of 
Virginia, president National Association 
of Insurance Commissioners; G. 
Brown, counsel, and A. B. Kelley, asso- 
ciate counsel, American Mutual Alliance, 
Chicago; S. C. Carroll, vice-president 
Mutual Benefit Health & Accident, 
Omaha; A. C, Charles, of Barry, Wain- 
wright, Thacher & Symmers, repre- 
senting the joint committee on inter- 
pretation and complaint of the United 
States; Orville Davies, vice-president 
General Exchange, New York; F. 5. 
Garrison, secretary Travelers Indemnity, 
Hartford; H. R. Gordon, executive séc- 
retary-treasurer, Health & Accident 
Underwriters Conference, Chicago; J. V. 
Gosline, Arex Indemnity, New York: 
C. M. Howell, Jr., counsel American 
Reciprocal Association, Kansas _ City; 

. H. Lord, secretary Manufacturers 
Mutual Fire, Providence, R, I.; Fred 
Mellor, attorney New Amsterdam Cas- 
ualty, New York; G. E. Merigold, Prv- 
dential, Newark; O. Patterson, vice 
president, and O. L. Schleyer, vice- -presi- 
dent American Auto, St, Louis. 
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Insurance Counsel 
Cover Broad Field 
at Annual Meeting 
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icy is not a new contract of insurance 
yt the old policy revised. 

“At common law, no such impediment 
is imposed by liberal construction of 
gatutes of those under consideration 
(\labama, Ohio, Oklahoma and Louisi- 
aa) was thrown in the way of a liti- 
seeking to establish that a contract 
vtiated by fraud,” he pointed out. 
‘These jurisdictions (New York, Ten- 
yssee, Massachusetts, Michigan, Penn- 
lvania and Mississippi) hold, there- 
fre, that such statutes being in deroga- 

of the common law, should be 
tly construed and not ‘extended by 
cation or judicial legislation beyond 
e plain meaning of the language em- 
ose by the legislature.” 
Life insurance trusts constitute a field 
which few practicing lawyers today 
-yery much about, said H. W. Nich- 
s, vice-president and general counsel 
National Surety. 





Developed Good Business 


“\ few lawyers have developed some 

e business for themselves by becom- 
ss experts in this line,” he said. 
‘Twenty years ago the life insurance 
trust was virtually unheard of. Today it 
js an outstanding class of business, not 
oily in life insurance but the service of 
trust companies. 

Perhaps you represent a trust com- 
pany that should look into it. To many 
ile insurance men and trust officers, the 
abject is becoming even more familiar, 
it to most lawyers, it is a strange and 

a het on ground. I merely suggest 
that the subject is one which it might 
pay you to develop. An irrevocable life 
isurance trust may suit nicely the need 
of some client.” 


law on Physical Examinations 


While most states recognize the right 
of the defendant to a physical examina- 
tion of the plaintiff where this is perti- 

ient to a defense, a number of states 
aad the United States Supreme Court 
hold that to compel the plaintiff to sub- 
it to a physical examination by either 
the court’s or the defendant’s physician 
would be a savage assault upon his 
ancient and inherited right to free- 
dom, T. W. Bethea, New Orleans, 
said. The fairest rule, in Mr. Bethea’s 
opinion is that followed in Louisiana and 
atew other states under which the court 
while not ordering the plaintiff to sub- 

t to an examination nevertheless upon 
objection by the defendant, will exclude 
ill evidence which the plaintiff seeks to 
ntroduce in support of his allegations 

f personal injuries. : 

“A careful study of the many diver- 
gent rules on this point of law has thor- 
oughly convinced me that there can be 

0 sound objection to this so-called 
Louisiana rule,’ he continued. “The 
p laintiff’s inherent and sacred rights are 
tally protected. The defendant is also 

lly protected. And the court is pro- 

rected from the possibility of being made 
4 weapon to further fraud and defeat, or 
‘0 to speak, the court is prevented from 
ing a pistol in the hands of a high- 
wayman.” Mr. Bethea cited a number 

i cases to show the attitudes of the 
Various state courts. 


Paper by Lon Hocker, Jr. 


2 N. Chrestman of Dallas, in his 
Dr residential address, made little refer- 
‘ice to insurance. He gave some opin- 
ns in respect of the judiciary situation, 
advocating that the power of the courts 
2% restored and that selection methods 
‘or judges be changed so that the judges 
lay be lifted from the entanglements 
Of politics. 
ton Hocker, Jr., of Jones, Hocker, 
be & Grand of St. Louis, discussed 
"e problem created when the judge 
stees with the position of the defense 
“torney, instructs the jury to return a 








verdict in favor of the defense, but the 
jury refuses to comply with that direc- 
tion. In giving peremptory instructions, 


he observed, the court rules that the 
evidence presents issues of law alone 
and he has resolved these issues in favor 
of the defense. This is his prerogative 
and the jury has nothing to do with it. 

The jury cannot defeat the ruling of 
a judge without destroying the legal sys- 
tem, he declared, and the prevailing 
custom of instructing the jury peremp- 
torily and entering the judgment upon 
their verdict, “is simply legal fol-de-rol.” 

Inasmuch as a judgment is the final 
determination of the rights of the par- 
ties in the action, Mr. Hocker contended 
the defense is entitled to its judgment. 
He recommended accordingly that attor- 
neys far the defense move the court to 
enter the judgment, notwithstanding the 
lack of a verdict. The court having de- 
termined the only issues in the case, 
the entry of judgment is not a judicial, 
but a purely ministerial function, ac- 
cording to Mr. Hocker. Mandamus 
from the reviewing court will then lie 
ta correct an order overruling the mo- 
tion of the defense. 

Mr. Hocker cited several cases to sup- 
port the propriety of such a procedure. 
These cases indicate that the court has 
the right to enforce its ruling directing 
a verdict by whatever reasonable means 
it uses. 





Brosmith, Dean of 
Insurance Counsel, 
Eminent Figure ° 


(CONTINUED FROM PAGE 3) 


tivities, Mr. Brosmith found time to de- 
vote himself to service in the govern- 
ment of Hartford and the state. Public 
offices he held included membership in 
the Connecticut council of defense dur- 
ing the World War; membership in 
the Connecticut civil service commis- 
sion; the presidency of the board of 
charity commissioners of Hartford, a 
position he held for six of the nine 
years he was a member of that body; 
and membership in the Hartford mu- 
nicipal building commission. He was 
president of the Hartford chamber of 
commerce in 1931 and 1932. 

He was president of the Holy Name 
Saciety of St. Joseph’s Cathedral, Hart- 
ford, for 25 years, a trustee of St. Fran- 
cis Hospital, Hartford, and of the St. 
Joseph’s Cathedral Corporation. 

He leaves two sons, three daughters 
and eleven grandchildren. The sons are 
Allan E., a member of the legal depart- 
ment of the Travelers, and Arthur W. 
of West Hartford. The daughters are 
Miss Amy Brosmith of Higganum, 
Conn., Mrs. W. J. McEvoy of New 
York City and Mother Mary Elizabeth 
of Ursuline Convent, St. Ignatius, Mon- 
tana. 


Funeral Held Wednesday 


The funeral was held at St. Joseph’s 
Cathedral Wednesday morning. The 
Association of Life Insurance Presidents 
appointed a committee to attend, con- 
sisting of James Lee Loomis, president 
Connecticut Mutual Life, chairman; 
Harry Cole Bates, general counsel 
Metropolitan; George E. Bulkley, vice- 
president Connecticut General; A. M. 
Collens, president Phoenix Mutual; 
Byron K. Elliott, vice-president and gen- 
eral counsel John Hancock Mutual; B. J. 
Perry, president Massachusetts Mutual, 
and G. W. Smith, president New Eng- 
land Mutual. Assistant Secretary M. A. 
Brooks represented the association 
office. 








Start Salary Savings Drive 


The General American Life will con- 
duct a salary savings franchise drive in 
September and branch managers and 
general agents have been busy prepar- 
ing lists of quality franchise prospects. 
The home office is assisting field men 
with direct mail matter. 











The growth of the Massachusetts Mutual 
Life Insurance Company is a story of 85 
years of increasing service. The ideal of 
the founders to make the Company par- 
ticularly a policyholders’ institution has 
always been closely adhered to, and 
throughout the country the name Mass- 
achusetts Mutual has become a synonym 
for quality and excellence in life insurance. 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 























CENTRAL LIFE 


INSURANCE COMPANY 
OF ILLINOIS 


A Legal Reserve Company 
Founded in 1907 








ALFRED MAC ARTHUR, President 
720 NORTH MICHIGAN AVENUE 
CHICAGO, ILLINOIS 
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Hints of New York 
Code Proposal Are 
Given by Counsel 
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considered by those revising the law and 
it is believed that such requirements 
should be extended to noncancellable 
permanent and total disability insurance 
policies, the speaker said. The proposed 
law also contained a definition of total 
and permanent disability, he said. 

“The proposed draft considers the 
question of standard provisions for 
group annuity contracts and group acci- 
dent and health insurance,’ Mr. Gardner 
continued. “Proposed changes in the 
industrial form of policy were consid- 
ered. It is hoped that the enactment of 
the proposed law will make some im- 
provement in this field that has been 
greatly criticised in the past.” 


Deplores Excessive Exemptions 


Mr. Gardner deplored the fact that 
under the present creditors’ exemption 
law a debtor may evade his just debts 
even though his insurance is far more 
than a reasonable amount necessary to 
support his family. He intimated how- 
ever, that nothing in the proposed re- 
vision would change this, since the 
complications of trying to find out how 
much coverage is carried in all com- 
panies would be too great. He did hint 
that the revision would contain a pro- 
vision to prevent those receiving large 
disability benefits from evading their 
debts. 

“There has been a growing feeling in 
this country that insurance contracts are 
too long and should be simplified,’ he 
said. “Life insurance officials all agree 
that the policies issued by casualty com- 
panies on their automobiles are too long 
and cannot be understood. Casualty 
company officials contend that they can- 
not understand their life insurance poli- 
cies. The average citizen takes one look 
at either form of policy and throws up 
his hands and trusts to luck and the 
reputation of insurance companies that 
he is protected. 


Could Increase Confidence 


“In my opinion, no one thing would 
increase the confidence of the public in 
insurance more than a determined effort 
on the part of all kinds of insurance 
companies to shorten and simplify the 
forms of policies offered to the public. 
Also the prejudices lurking in the mind 
of every juror in an insurance case, who 
has been sworn to be guided solely by 
the evidence, that policies are craftily 
drawn with hidden ‘jokers’ to take ad- 
vantage of policyholders, would be re- 
moved.” 

The new code, said Mr. Gardner, gives 
consideration to the question of increas- 
ing the capital requirements for casualty 
and surety companies, on the basis that 
these increases can be made by subdi- 
viding the insuring powers with regard 
to the amount of capital deemed requi- 
site for the particular power. The re- 
vision does not contemplate any sub- 
stantial modification in the allocation of 
insuring powers as between life, fire and 
marine, and casualty insurance com- 
panies, he said. 


Better Investment Protection 


On the investment side, Mr, Gardner 
said, it is believed the types of eligible 
investments should not be substantially 
modified, but that some additional safe- 
guards and limitations should be pro- 
vided. He said some‘agitation has been 
evident to legalize common stocks for 
life company investment but that the 
New York department does not believe 
that common stocks are a proper invest- 
ment for life insurance or other policy- 
holders trust funds. While the laws of 
New York are stricter with regard to 
the investments of insurance companies 
than most states, they have proven wise 
and the proposed revision does not in 
principle change this policy, he said. 








Hancock General Agents Elect 





WHITE SULPHUR SPRINGS — 
Paul F. Clark, Boston, general agent, 
was elected president of the John Han- 
cock General Agents’ Association at the 
annual meeting here. 

Mr. Clark has been general agent at 
Boston for the John Hancock since 1921. 
A graduate of the Wharton School of 
the University of Pennsylvania, he re- 
ceived his practical life insurance train- 
ing in Baltimore, under the tutelage of 
his uncle, Ernest J. Clark, state agent 
for the John Hancock in Maryland and 
a founder of the C. L. U. movement. 
Paul Clark served as national president 
of the National Assoctation of Life Un- 
derwriters in 1929 and twice as national 
vice-president. 

Other officers of the association 
elected were, Dan W. Flickinger, Indi- 
anapolis, and Lloyd J. Lynch, Minneapo- 
lis, vice-presidents; C. A. Duffield, Phila- 
delphia, secretary; William B. Acker- 
man, Cincinnati, treasurer. Directors 
are: Harold G. Saul, Los Angeles; Wil- 
liam M. Houze, Chicago; Harry Gardi- 
ner, New York City, and Harry Has- 
kins, Des Moines. 


Entire Career with Hancock 


Mr. Flickinger has spent his entire 
business career with the John Hancock, 
starting in 1915 as a special agent in the 
Indianapolis agency, of which his father, 
the late E. E. Flickinger, was general 
agent. He succeeded his father after the 
latter's death in 1932. 

Lloyd J. Lynch has been general agent 
at Minneapolis for the John Hancock 
since 1929. Previously he had been in 
the life insurance business in that city 
for seven years. He is a graduate of the 
University of Minnesota and took the 
life insurance course at Carnegie Tech. 

William B. Ackerman, who for the 
past eight years has been general agent 
for the John Hancock at Cincinnati, has 


spent 27 years in its service. He began 
his career in the Cleveland general 
agency. 


Leading producer for the John Han- 
cock Mutual Life for 1937 is Charles B. 
Johnson and leading woman agent is 
Mrs. Mahala Russell, both members of 
the Clark Agency in Boston. 

Mr. Johnson has been with the Paul 
Clark Agency since 1934. For eight 
years previously he was with the Equit- 
able in Boston, where he was a leading 








PAUL F. CLARK 


producer. He is 43 years old and before 
entering the insurance business was as- 
sociated with the Walworth Manufac- 
turing Company. Mr. Johnson was dec- 
orated with the Distinguished Service 
Cross and the Croix de Guerre in the 
World War. 

Mrs. Russell was educated in the 
United States and England and had law 
and business training. Before her mar- 
riage she was a registered nurse and did 
Labrador missionary duty with Lord 
Grenfell. When she decided to enter the 
life insurance business two years ago, 
her legal training led her into the wills, 
trusts and estate planning angle of the 
business, to which she attributes her out- 
standing success. Her production to 
August 1, this year, exceeds $300,000. 

The John Hancock Mutual C. L. U. 
elected Harold Dougher, Los Angeles, 
president, and Mitchell Owens, Balti- 
more, secretary, General Agent E. J. 
Clark, one of the founders of the C. L. 
U. movement, was elected president 
emeritus. Named national directors were 
H. B. Keeling for the west coast, Gen- 
eral Agent Dan W. Flickinger, Indian- 
apolis, for the middle west, and Corinne 
Loomis of Boston for the east. 








The New York legislature has ap- 
pointed a committee to hold hearings on 
the proposed revision and it is expected 
that these hearings will begin in Oc- 
tober, Mr. Gardner said. 





Four Billion Mark 
Has Been Passed 
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of a hundred billions of life insurance in 
any country is that there runs through 
the veins of its people a great humanity. 
The qualities which have led more than 
half our population to devote a share of 
their energies and income to the protec- 
tion of others are evidence of a national 
consciousness of the great importance of 
the life and happiness of the individual.” 





Leaders in Discussion 


John Hancock leaders took part in 
round table discussions. C. W. Wyatt, 
associate general agent at Boston, was 
chairman on prospecting and discussion 
was led by E. M. Merrihew of New 
York City, D. P. Calbreath, Des Moines, 
and W. B. Lichtenstein, Indianapolis. 

W. I. Pittman, general agent at Bir- 
mingham, was chairman of the program- 
ming round table. E. E. Beason, Bir- 
mingham, B. H. Hunt, Boston, and Har- 
old Dougher and H. B. Keeling of Los 
Angeles led the discussion. 

Chairmanned by Genera! Agent H. G. 





Saul, Los Angeles, the discussion on 
business insurance was led by Edgar 
Trant, Baltimore, C. B. Johnson, Bos- 
ton, and J. T. Lynch, Minneapolis. 





Action Against “Insurance Index” 


LOUISVILLE.—An involuntary pe- 
tition in bankruptcy was filed in federal 
court here by three creditors against 
the “Insurance Index.” The petition 
lists salary claims of John H. Rees of 
Elizabeth, N. J., and R. J. McGehean of 
Dallas and Ella M. Young of Louis- 
ville, all employes, totaling $1,432. It 
charges the concern is insolvent and 
committed an act in bankruptcy by 
transferring part of its property valued 
at $14,032 to Dunne’s Insurance Re- 
ports, which operates in the same of- 
fices. 

Mr. Rees, who was formerly pub- 
licity and advertising manager for the 
Colonial Life of Jersey City, has been 
executive vice-president of the “Insur- 
ance Index” and Mr. McGehean had 
the title of vice-president. Mr, Mc- 
Gehean was formerly southwestern man- 
ager of the “Insurance Field.” 








Victor Petric Resigns 


LOS ANGELES—Victor Petric has 
resigned as general agent here for the 
Ohio National Life. The company wil 
soon announce a successor. 


Be Kind to Yourself by Vash Young. 
$1.50. Order from National Underwriter. 
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Denver A. & H. Group H 
Session for Accident Men 
at N. A. L. U. Convention 


DENVER—The Denver Accident 4 
Health Association held a special lunch. 
eon session Monday in honor of acg. 
dent and health men attending the Na. 
tional Association of Life Underwriter 
covntion. R. B. West of the Mille. 
West agency, president Denver associa. 
tion, presided. 

Presenting greetings from the Na. 
tional Accident & Health Association, 4 
H. Holtzman, Colorado Life, nation 
president, said the National association 
executive committee expects to meet jy 
Denver in January, when the 193 
convention city will be selected, and tha 
it probably will be either New York o; 
Cleveland, with St. Louis scheduled fo 
1939. He said that while the organiza. 
tion cannot compare at this time with 
the life underwriters association, when 
the latter association was only seven or 
eight years old it was not so much 
stronger than the accident and health as. 
sociation is today and in time the A, & 
H. body may reach similar stature. 









Outlines Educational Plans 


George L. Dyer, Jr., Columbian Na. 
tional Life, St. Louis, a national associ- 
ation trustee, told of the great good ob- 
tained by all who attended the national 
convention in Milwaukee and outlined 
the association’s plans along educational 
lines. He stressed the necessity for 
viewing the business from a_ national 
standpoint, as one of the strongest ar- 
guments for membership in the national 
body. 

C. Edwin White, assistant vice-presi- 
dent Continental Assurance and super 
intendent of agents of the commercial ac- 
cident and health department of the 
Continental Casualty, emphasized _ the 
interdependence of life and accident and 
health insurance and the desirability of 





Augu 
— 
— 





agents writing both lines. 

Charles H. Davis, superintendent east- 
ern railroad department Pacific Mutual 
Life and immediate past president Chi- 
cago association, gave an effective sales 
demonstration on the medical reimburse- 
ment policy, prefacing it with the state- 
ment that he does not like the word “re- 
imbursement” in that connction, as it 
conveys to the prospect too much of the 
idea that he will spend his money, and 
then get it back—maybe. He closed 
with a plea for greater adoption of the 
idea of consecutive weekly production 
in the accident and health field. 


Guests Are Introduced 


Other guests introduced were F. E. 
Harrold, superintendent of agencies Con- 
tinental Assurance; Walter R. Hoefflin, 
western agency supervisor Pacific Mu 
tual Life; Frank A. Post, editor The Ac- 
cident & Health Review; F. J. Matre of 
the A. M. Best Company, Chicago, and 
George T. Mott, Pacific Mutual Life, 
Greybull, Wyo., who qualified for the 
Black Cat Club of Hoodoo Day, Fr- 
day, Aug. 13, by writing 13 applications 
when the temperature was 100 in the 
shade. Representatives were _ present 
also from Milwaukee and from Wichita 
Kan., in addition to the members of the 
Denver association. 





Protective Life Tour 


Protective Life of Birmingham has 
announced members of the 1937 Pro- 
tective Club, leading producers, who are 
now on a two weeks Canadian tour. For 
the fifth consecutive year Lloyd Johr- 
son of Tuscaloosa, Ala., was the to? 
producer and bv virtue of this record 
continues as president. : 

The agents led by President Sam F. 
Clabaugh and other officials left Bir 
mingham Aug. 16, sailing from Jack- 
sonville, Fla., for New York, where 4 


“Gey nee aw od a | 








stop over was made in route to Quebet. 
After several davs visit in Quebec, Mon 
treal, Buffalo and Niagara Falls, the 
party will return home via the Great 
Lakes Exposition at Cleveland, arrivins 
in Birmingham on August 28. 
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Desirable 


Territory 


im 


INDIANA 


with a sound 


progressive organization 


Write to 


RURAL BANKERS 


Life Insurance Co. 
610 Sherland Building 
South Bend, Indiana 
John V. Sees, President 
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GENERAL 
MUTUAL 
LIFE 


VAN WERT, OHIO 


Cc. M. PURMORT, President 


@ OPENINGS in Illinois and 
Ohio are still available under 
our liberal Agents’ and Gen- 
eral Agents’ contracts. Atttrac- 
tive renewals. Liberal commis- 
sions. Unusual sales promo- 










tion. Close home office co- 
operation. Write for complete 
details today. @ @ @ ®@ 








Program for Life 
Office Management 
Unit’s Annual Meet 


(CONTINUED FROM PAGE 8) 


and Equipment,” chairman G. A. Drieu, 
assistant secretary Connecticut General. 

The committee members will present 
papers on specific developments and ap- 
plications of office machinery and equip- 
ment to life office operations, as follows: 

“Preparation of Statements and Ac- 
eounting for Agents’ Commissions,” 
Floyd Zukswert, comptroller Mutual 
Benefit Life. 

“Application of 
ment to Rate-Book Making,” 
Ness, Acacia Mutual. 

“Use of Tabulating and Other Machine 
Equipment in Premium Accounting 
Work,” D. N. Clark, comptroller Phoenix 
Mutual. 

“Check - Writing and Check - Signing 
Equipment,” R. N. Hayes, assistant sec- 
retary State Mutual. 

“Laboratory Testing of Paper Stock 
and Other Office Supplies and Equip- 
ment,” O. D. Seely, standardization 
bureau Metropolitan. 


Tabulating Equip- 
L. H. Van 


“Payroll Accounting and Social Se- 
curity Requirements,” L. J. Massee, 
Massachusetts Mutual. 

Discussion. 

Association banquet, Thursday eve- 
ning. 

Friday Morning, Oct. 1 

Chairman, R. C. Neuendorffer, secre- 


tary Guardian Life of New York. 
“Supervisor’s Place in an _ Effective 


Program of Employe Relations,’ H. E. 
Niles, consultant. 

“Some Observations on the Health 
Aspect of Air-Conditioning,” Dr. W. J. 
McConnell, assistant medical director 
Metropolitan. 

Discussion: S. E. Moores, secretary 
Acacia Mutual. 

“Progress in Development of Clerical 
Aptitude Tests,” chairman, Dr. Marion 


A. Bills, assistant secretary Aetna Life. 
Business session. 
Luncheon. 


Friday Afternoon, Oct. 1 


“Home Office Routine for Handling 
Optional Settlements and Special Op- 
tional Agreements,” L. O. Kinne, assist- 
ant secretary, Aetna Life, and Paul 
Lawrence, supplemental agreement di- 
vision Mutual Benefit. 

Discussion. 

Report of committee on “Home Office 
Departmental and Functional Costs,” 
chairman L. R. Menagh, Jr., assistant 
actuary, Prudential. 

1. Technique of departmental and 
functional cost procedure. 

2. Psychological approach to _ cost 


analysis procedure. 

3. Functional cost studies—policy is- 
sues, lapses, surrenders, death claims, 
notices, dividends, policy loans, etc. 

4. Breakdown of field office expenses 
by classes of business—ordinary, indus- 
trial, health and accident, annuities, 
salary allotment, group, etc. 

5. Interpretations and practical uses 
of cost data. 

6. Cost analysis as as basis of oper- 
ating budgets. 

7. Establishing cost standards. 

Discussion. 

The chairman will present the report, to 
be followed by contributions from mem- 
bers of the committee: R. E. Heitmuller, 
general comptroller Acacia Mutual; H. 
T. Fielding, auditor’s department, Equi- 
table Society; M. H. LeVita, statistician 
Fidelity Mutual; R. R. Benjamin, assist- 
ant actuary Metropolitan; W. D. Holt, 


assistant secretary Provident Mutual; 
A. M. Campbell, assistant actuary Sun 
Life. 


° 
- 


Saturday Morning, Oct. 


Chairman: L. D. Cavanaugh, executive 
vice-president Federal Life. ; 

“Some Observations on American Life 
Insurance from an International View- 
point,” Dr. Alfred Manes, Indiana Uni- 
versity. 

Panel discussion, “Policyholders Serv- 
ice from the Field and Home Office View- 
point,” Sales Research Bureau and L. 
O. M. A.; chairman, L. D. Hendershot, 
manager of agencies, Berkshire Life. 
| Personnel, three representing each group 
to be selected. The audience will be in- 
vited to participate in the discussions: 

1. What do agents expect from the 
home office in order that they may more 
effectively perform their function con- 
cerning the policyholder? 

(a) Conservation — Premium collec- 
tion procedure, policy loans, surrenders, 
changes, claims. 

(b) Selling of age, 
birthday cards, month, 


aids — Change 
policyholders’ 











lists of policyholders, sales kits, effec- 
tive policy forms, sales suggestions for 
serving policyholders, welcome letters, 
stuffers with notices, policyholders‘ pub- 
lications, assistance with technical sales 
problems. 

2. Agents’ 
practice. 

3. Position of the home office and 
agent relative to optional settlements. 

4. Adequacy of the rate-book from 
the agent’s point of view. 


commission accounting 


5. What company office practices is 
the agent called upon to defend to 
policyholders? 

Ways and means of speeding up 


the issuance of policies. 

7. Effects of home office and agent’s 
errors upon policy deliveries. 

Summary of discussion. 


Industrial Seminar Agenda 


Ralph W. Beeson, secretary Liberty 
National Life, will be chairman of the 
industrial seminar Wednesday, Sept. 29. 
It will be conducted in an informal man- 
ner and it is expected each member will 
be prepared to contribute and demon- 
strate representative forms and routines. 
Short papers will be presented as intro- 
ductions to the major subject to be con- 
sidered. 


The agenda of the seminar is: 


Procedure in checking current applica- 
tons against previous rejections. 

Industrial application files. 

Practice in regard to issuance of dupli- 
cate policies. 

Equipment and method of filing regis- 
ters. 

Frequency and method of re-running 
registers. 

Use of punched card equipment and 
the actuarial card for the purpose of is- 
suing new policies and writing and re- 
running registers. 

Application of machine equipment to 


preparation of industrial accounting 
work. 
Discussion of proper procedure in 


handling accounts on the advance and 
arrears basis. 

Preparation of agents’ weekly account. 

Accounting as to branch office funds. 

Allocation of costs. 

Procedure in connection with interme- 
diate or special monthly. 

An outline of procedure in connection 
with renewal premium collections in con- 
nection with intermediate business. 

Discussion of valuation methods. 

Social security tax compliance pro- 
cedure for industrial agents’ earnings. 

Retention and destruction of indus- 
trial records. 


Getting Agents to 
Solicit Larger 
Life Policies 

James A. Preston, sales manager of 
the Columbus Mutual Life, in order to 
stimulate interest in larger policies got 


out a dressed up contract called the 
“paymaster policy” in units of $1,300 and 


$2,200. It was an old form that has 
some tassels put on. For instance, 


$2,200 provides $600 in cash at time of 
death, and $75 a month for two years. 
It becomes paid up at 65. The $1,300 
policy provides no cash at death. The 
policy also provides a check for the first 
Christmas. The “paymaster” was intro- 
duced June 7. Heretofore 60 percent of 
the cases written were for units of 
$1,000. In July this was reduced to 50 
percent. Therefore 10 percent were 
transferred to higher brackets. Seven- 
teen percent of the $1,000 cases in July 
were on the paymaster form. The aver- 
age policy in July was $1,638. This 
meant a 63.8 percent increase in size in 
that group of policies. It was found that 
14 percent of the entire cases were on 
the “paymaster” in 10 weeks and they 
represented 10 percent of the volume. 

Mr. Preston believes that some suc- 
cess can be made to get agents to in- 
crease the size of their policies if they 
are properly stimulated. 


W. C. Webster, 58, died at his home in 
Des Moines. He had been a clerk for 
the Bankers Life of Des Moines for 30 
years. 
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The Saint Louis 


Mutual Life Insurance 


Company has ex- 
pressed the Spirit of 
Saint Louis in over 
three quarters of a 
century of sound 
operation. We have 
experienced the 
change from slowly 
moving caravans to 
the spanning of the 
continent in a few 
hours. Developments 
have found us alert 
and ready; neverthe- 
less, remaining faith- 
ful to our trust of pre- 
serving the priceless 
qualities of conserva- 
tism and safety. A 
balanced responsi- 
bility always main- 


tained. 


There is a better 


future in a company 


with a good past. 
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Saint Louis Mutua. 


Life Insurance Co. 


ST. LOUIS, MISSOURI 


F. H. Kreismann, President 
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Offer Single Premium Plan 
For Paying Off Mortgage 





DETROIT—Michigan building and 
loan associations are now offering a 


plan for protecting both the lender and 
the borrower’s family on mortgages 
that involves life insurance, according 
to H. T. Donaldson, Michigan man who 
heads the United States Building & 
Loan League. 

The plan, first worked out in Massa- 
chusetts and now extending to other 
states, consists of the writing of a sin- 
gle-premium policy on the life of the 
borrower, written ta expire when the 
mortgage is paid off and declining in 
face with the decrease in the mortgage 
balance so that the amount payable un- 
der the policy at all times is equivalent 
to the amount remaining due on the 
loan. 

A working agreement between the 
building and loan associations and the 
life insurance companies whereby the 
actuaries worked out the plan and made 
it available, is the basis for the protec- 


tion plan which is paving the way for 
the sale of more life insurance coverage, 
says Mr. Donaldson. The associations 
have been provided with a table showing 
the cost of the single-premium policies 
for various age groups per thousand of 
mortgage money loaned. The loan com- 
panies add the premium to the monthly 
payments on the mortgage. 


Columbus Mutual Records 


T. S. Berrage of Gallipolis, O., for the 
last six years has secured an applica- 
tion a week for his company, the Co- 
lumbus Mutual. This has been done al- 
though Gallipolis was in the Ohio flood 
district last spring. E. W. Christy of 
Chicaga has had an application a week 
for five years. 

The oldest agent of the Columbus 
Mutual Life in point of service still liv- 
ing is Frank Dwyer of Cambridge, O., 
whose contract is dated April 1, 1908. 
G. A. Ferguson of Columbus went to 
the company just about the same time. 
H. B. Squibb went in June, 1908, Rev. 
P. U. Hawkins, Cleveland, June 1, 1909, 
and Ivan T. Quick of Cleveland, May 
1, 1910. 
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Above repro- 
duction is one of 
Tollica’s newspaper ads. 











A Real | 
Opportunity | 


To build a successful Gen- 
eral Agency, and a method of 
compensation that will inter- 
est you. , 

Can you meet our qualifi- 
cations? 





Openings at | 
Grand Rapids and Lansing, Mich- | 
igan; Peoria, Illinois 


Write for particulars. 


eet... | 


Milwaukee, Wisconsin 
ACCIDENT HEALTH 





LIFE 




















to 05 next birthday 


4 POLICY FOR EVERY 


Independence Square 





THE HOME LIFE INSURANCE COMPANY 


OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life msurance. 
Modern policies are tssued, on both Industrial and Ordinary plans, from birth 


——— Oo 


a O-- - 
Basi! S. Walsh Joseph L. Durkin John J. Gallagher 
PRESIDENT SECRETARY TREASURER 


PURSE AND PURPOSE 


Philadelphia, Penna. 














& NEW JERSEY 


% PENNSYLVANIA 





INDUSTRIAL—INTERMEDIATE 
The Colonial Life Insurance Company 


OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 


Ordinary — Group 


‘‘A Good Company To Represent 
—Represent a Good Company’’ 


NEW YORK ® 


CONNECTICUT 





don, manager Health & Accident Un- 
derwriters Conference. 


to arrive at a definition of “group acci- 
dent and sickness” so as to make clear 





— 


Spoke at Canada Convention 














GEORGE A. BOWLES 
Virginia Insurance Commissioner 


Two insurance commissioners of the 
United States were featured this week 
at the annual meeting of the Association 
of Insurance Superintendents of the 
Canadian Provinces. George A. Bowles 
of Virginia, president National Associa- 


es 






























JOHN C. BLACKALL 
Connecticut Insurance Commissioner 


| tion of Insurance Commissioners, was 
on hand to give an address, as was Com- 
missioner Blackall of Connecticut, one 
of the leaders in the ranks of state 
officials. Both made valuable and inter- 
esting contributions. 








Naming of McHaney Seen as 
Effort to Levy Annuity Tax 





JEFFERSON CITY, MO.—Determ- 
ination by Missouri to press for collec- 
tion of premium taxes on annuity con- 
siderations paid to foreign life companies 
is seen aS a motivating reason for ap- 
pointment of P. B. McHaney of St. 
Louis as special counsel to aid in the 
presentation of the case. 
The suit pending in the supreme court 
is a test involving the Aetna Life. 
McHaney, prior to entering general 
law practice in St. Louis a year ago, for 
three years was counsel for the Missouri 
department, and active and successful 
in a number of important law cases, in- 
cluding insolvency proceedings against 
the Missouri State Life and Continental 
Life of St. Louis, and also in Superin- 
tendent O’Malley’s controversy with a 
fraternal society. Formerly tor some 
time he was assistant attorney-general 
of Missouri, 

A “Fishing Rodeo” is being conducted 
by the Birmingham agency of Jefferson 
Standard Life of Greensboro, N. C., link- 


ing up with the company’s 30th anni- 
versary. 





Group Accident & Health 
Committee Will Meet 





TORONTO, ONT.—H. D. McNairn, 
insurance superintendent, states that a 
meeting of the sub-committee on group 
accident and health insurance, of the 
National Association of Insurance Com- 
missioners, will be held in Toronto Sept. 
16-17. This sub-committee was  ap- 
pointed at the annual meeting of the 
association in June, and is made up as 
follows: Chairman, H. D. MeNairn, in- 
surance superintendent of Ontario; P. 
Taylor, deputy insurance commissioner, 
New York; T. J. Cullen, New York de- 
partment; F. L. Maddon, of the Penn- 
sylvania department; and H. R. Gor- 


The purpose of the sub-committee is 











what comprises such a group. 


Case Against Mutual Benefit 
Concerns Is Set for Oct. 18 





The mutual benefit benevolent assess- 
ment outfits against which the U. S. 
postal authorities secured an indictment 
at Shreveport, La., they being the Na- 
tional Trade Union with Delaware and 
Colorado charters, National Union In- 


demnity, Southern Protective Union, 
National Protective Union, Guarantee 
Benefit, American Benefit, Imperial 


Protective Union, Interstate Protective, 
Guardian Benefit, find their cases set 
for the trial at the term of the court 
beginning Oct. 18. These outfits oper- 
ate entirely through the mails and flood 
the entire country with their literature 
and solicitation. They contended that 
their members act as agents in various 
states and the concerns contend that 
state licenses were not necessary. 





Organize at Albany 

ALBANY, N. Y.—Industrial and _or- 
dinary life agents here have organized 
under the American Federation of In- 
dustrial & Ordinary Insurance Agents. 
Theodore Homer has been elected presi- 
dent; Joseph Brady, vice-president; 
Sam Cappel, recording _ secretary; 
Frank Traver, financial secretary; and 
Moe Hoffman, treasurer. M. L. Davis, 
president of the New York City union, 
talked on insurance problems. 





E. D. Wilson, Richmond, Va, manage! 
for the Mutual Life of New York, 15 
back at his desk following a month's 
vacation spent at Gunnison, Col. 

Paul Loder, home office general agent 
of the Provident Mutual Life in Phila- 
delphia, visited R. Matthews’ genera 
agent in San Francisco. 

W. T. Rivers has been appointed man- 
ager of the Metropolitan Life at Mar!- 


boro, Mass. 
12:1 


Subscribers to the Accident & Health 
Review get 12 monthly issues chock full 
of ideas on how to make more money bY 
selling accident and health insurance. 
In addition they get the big disability 
year book—all for only $2. Mail your 
subscription now to The Accident & 
Health Review, 175 W. Jackson Blvd. 
Chicago, Ill. 
























7, 1937 


oner 


S, was 
; Com- 
it, one 


ASSeSS- 
aes 
‘tment 
e Na- 
e and 
yn In- 
Union, 
rantee 
iperial 
ective, 
25 set 
court 
oper- 
flood 
rature 
| that 
arious 
that 


d or- 
nized 
f In- 
yents. 
presi- 
dent; 
tary; 

and 
davis, 
mion, 


lager 
nth’s 
igent 
hila- 
nerai 


man- 
farl- 


ath 

full 
y by 
nce. 
ility 


August 27, 1937 


LIFE INSURANCE EDITION 

















~ LEGAL RESERVE FRATERNALS 





Are Ruled Subject to Tax 





Fraternals Are Held Employers by 
Nebraska Unemployment Compensa- 
tion Division Attorney 





LINCOLN, NEB.—J. E. Sidner, at- 
torney state unemployment compensa- 
tion division, ruled fraternals organized 
under laws of the state are employers 
and not exempt fram taxation. Exemp- 
tion was claimed under general insur- 
ance law and also the section holding 
that fraternals are charitable and benev- 
olent institutions and all their funds are 
exempt from all state, county, district, 
municipal and school taxes, other than 
upon real estate and office equipment. 

Mr. Sidner holds that these sections 
give exemption only from taxes upon 
funds, and that contributions payable 
under the unemployment compensation 
laws are not a tax upon the funds, but 
are in the nature of an excise tax upon 
employment. He says the term “em- 
ployment” used in the unemployment 
compensation law, and which provides 
for exemptions from the tax, covers 
only services performed for a corpora- 
tion organized exclusively for religious, 
charitable and other stated purposes. 

“While fraternals may be charitable 
and benevolent institutions for the pur- 
pose of avoiding intangible taxes in the 
state of Nebraska, they are nat operated 
exclusively for religious, charitable, sci- 
entific, literary or educational purposes. 
On the contrary their principal purpose 
is the providing of insurance benefits 
for members,” he holds. The rule, he 
states, is well settled that exemptions 
from taxation must be strictly con- 
strued and that their operations are 
never extended by construction; there- 
fore, it follows that fraternals are sub- 
ject to the compensation tax. 





Goes on 3 Percent Basis 


Protected Home Circle of Sharon, 
Pa., is now using the American experi- 
ence table of mortality and 3 percent 
interest for all new adult certificates. 
Previously the American experience 4 
percent basis had been employed. 

Following the adoption of the Ameri- 
can 3 percent table, the Protected Home 
Circle folks have been hard at work 
getting out rates, values and certificate 
forms. They will be submitted to the 
various insurance departments for ap- 
proval. 





SOME 
PERTINENT 
FACTS ABOUT 


Supreme Forest 


WOODMEN CIRCLE 





@ Total Membership 134,803 
Enrolled in 1936 alone 25,096 
Total Protection $108,660,736 
Written in 1936 


alone .:.:.6:60: 14,170,968 
Benefits Paid 
since 1895.... 37,156,980 


Dora Alexander Talley, President 
Mamie E. Long, Secretary 
Home Offices, Omaha, Neb. 











Fidelity Coverage Needed 





Lawyers Representing Fraternals Told 
They Can Render Real Service by 


Recommending Insurance 





WHITE SULPHUR SPRINGS — 
H. W. Nichols, vice-president and gen- 
eral counsel National Surety, speaking at 
the International Association of Insur- 
ance Counsel, advised lawyers who rep- 
resent local chapters or home offices of 
fraternal societies and mutual benefit as- 
sociations, that they could do their or- 
ganization a real service by calling at- 
tention to the desirability of adequate 
insurance and surety bond protection. 

“It may interest you to know that 
these organizations have been notably 
lacking in insurance of all kinds,” he 
said. “In many instances little or no 
fidelity protection has been carried upon 
financial officers. Here, too, personal 
sureties have been taken which proved 
to be wholly valueless or inadequate in 
time of need. Paradoxical as it may 
seem, defalcations by officers and em- 
ployes of fraternal orders are daily oc- 
currences. The necessity for ample 
fidelity protection is so apparent that 
those responsible for making a decision 
as to whether or not it shall be carried 
certainly have a very strong moral, if not 
legal, obligation to obtain it. 

“A blanket coverage is obtainable, 
which, in addition to the fidelity protec- 
tion, will provide insurance against safe 
burglary, messenger holdup and other 
losses. We know from experience that 
no organization, in church or state, is 
immune from possible dishonest acts of 
its officers and employes. Up to the 
time of the discovery of trouble, some 
of these defaulters have been the most 
respected ‘old timers.’ Recently, there 
has been brought to my attention a case 
where a fraternal organization saved 
several hundred dollars on its fire insur- 
ance through a study suggested by its 
counsel.” 





Main Subjects at Columbus 





N. F. C. to Discuss Social Security 


Status of Field Men, Investments at 
Its Annual Convention 





One of the main topics which will be 
discussed in executive sessions at the 
annual convention of the National Fra- 
ternal Congress in Columbus, O., next 
week will be the status of fraternal 
societies’ field representatives under the 
social security act. A special committee 
was constituted some months ago and 
sought exemption of the societies’ salici- 
tors on commission basis but was unsuc- 
cessful in securing a congressional 
amendment to this efiect. 

Now it appears that the rulings sub- 
sequently rendered by the Treasury De- 
partment in the Northwestern Mutual 
Life and Kansas City Life cases, holding 
their agents solely on commission are 
independent contractors, may be ex- 
tended to include the fraternals. 


Cases Termed Comparable 


Under the original fraternal setup, life 
insurance was not placed on a commer- 
cial basis as it is now with old line com- 
panies, but a very large proportion of 
societies in the N. F. C. now have field 
representatives under contract to write 
solely on commission similar to agents 
of old line companies, and in the cases 
of some societies they are called agents. 

A prominent lawyer representing fra- 
ternal societies comments that there is 
no distinction between the representa- 
tives of the two types of institutions and 
it is probable that rulings finally will be 
secured by the fraternals exempting 
their commissioned field men. Payment 
of the social security tax is not contem- 





plated in the premium rates for fraternal 
certificates and the societies’ setup is 
sufficiently different from that of old line 
companies so that social security consti- 
tutes a much more troublesome problem. 

Employes in the societies’ head offices 
undoubtedly are subject to the social 
security tax, and the societies are main- 
taining payroll records for this purpose 
and paying the tax on such personnel. 

Investments undoubtedly will take an 
important place on the program at 
Columbus. The fraternals have been 
adversely affected by the low interest 
trend as have the old line companies. 
Because of less diversification in their 
portfolios and their concentration on 
governmental issues, both national and 
local, they have avoided many invest- 
ment and property management per- 
plexities that confronted the old line 
companies for several years. 


Interest Trend Problem 


A number of societies in the last two 
or three years put their new certificates 
on 3 percent or 3% percent reserve basis 
and it is likely that others will find it 
advisable to do so since the curve of 
earned interest on life companies’ and 
societies’ investments still seems to be 
downward. The net rate earned is 
coming perilously close to the certificate 
guarantee but this is not so pressing as 
the societies, because of lesser invest- 
ment element in certificates, generally 
reserve less heavily than old line com- 
panies and thus have a lesser accumu- 
lation to account for. 

At the last annual meeting there was 
still some concern over efforts of several 
states to impose premium taxes and 
license fees, but defeat of such efforts 
in court action set the fraternals’ fears 
at rest and now this is a quarter from 
which little if any trouble is expected. 


Mrs. Downs Is Reelected 

Mrs. Anna R. Downs, Chicago, was 
reelected chief ranger of the Women’s 
Catholic Order of Foresters at the na- 
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tional convention in Milwaukee. Other 
officers reelected are: Vice-chief ranger, 
Mrs. Mary E. Murphy, Chicago; secre- 
tary, Miss Anna E. Phelan; treasurer, 
Miss Alice M. Prim; medical examiner, 
Dr. Sarah C. O’Connell, Chicago; edi- 
tor, Mrs. Elizabeth Mehan, Milwaukee. 
Directors reelected are: Mmes. Rose 
Barth, Anna Kubes and Louise Miemiec, 


Chicago; Mrs. Margaret McMahon, 
Detroit; Mrs. Josephine Desmarais, 


Richmond, Quebec; Mrs. Fannie Miller, 
Minneapolis, and Mrs. Catharine Helt, 
Milwaukee. 





Equitable Reserve’s 40th 
Year Now Being Observed 





The Equitable Reserve of Neenah, 


Wis., this month is celebrating its 40th 
anniversary. It was founded as_ the 
Equitable Fraternal Union with 500 
charter members in Wisconsin. Of the 


eight original founders the lone surviv- 
ing member is W. G. Brown, board 
chairman National Manufacturers Bank, 
and of the original charter members 
only 55 are living who are included 
among the present policyholders, 

Since Aug. 17, 1897, the Equitable 
Reserve has become a widespread insur- 
ance organization with assets of $9,000,- 
600, over 50,000 policies outstanding for 





$37,000,000 insurance in force. It has 
paid more than $14,000,000 to members 
and beneficiaries in old age and disa- 
bility claims. In 1929, the Equitable 
Fraternal Union of Neenah and Fra- 
ternal Reserve Association of Oshkosh, 
Wis., were merged and the present title 
taken. Headquarters were established 
at Neenah where a building had been 
erected in 1909. Women were admitted 
to membership and insured in 1901. The 
junior department was established in 
1926, and now numbers over 10,000 
members. 

Judge J. C. Karel, Milwaukee, past 
president National Fraternal Congress, 
is president of the Equitable Reserve; 
N. J. Williams, Neenah, and Judge A. 
H. Goss, Oshkosh, vice-presidents; G. 
A. Comstock, secretary, and J. S. Tol- 
versen, treasurer. 





Fraternal Field Managers 
to Have Parley on Sunday 





The meeting of the Fraternal Field 
Managers Association has been sched- 
uled for Sunday, Aug. 29, in Columbus, 
O., so that it will not conflict with any 
sessions of the National Fraternal Con- 
gress that begins in Columbus the next 
day. Some of the presidents of socie- 
ties have charge of the field work and 
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Experts will soon survey millions of 


acres of cotton to estimate the 1937 crop. 


Alert Southern underwriters are also 
estimating future prospects, and are laying 


plans now for crop-time sales. 
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desire to attend the Field Managers As- 
sociation meeting. Sessions will be held 
in the morning and afternoon and there 
will be a banquet Sunday evening. R. 
M. Norrington of the Gleaner Life is 
president, F. B. Mallett, Protected 
Home Circle, secretary, and Arthur R. 
Colvin, Fidelity Life Association, vice- 
president. 


Quo Warranto Case Filed 
Against W. O. W. in Florida 


TALLAHASSEE, FLA.—The Wood- 
men of the World, Omaha, has been 
summoned to appear before the supreme 
court Sept. 21 ta answer quo warranto 
proceedings brought by Attorney-Gen- 
eral Landis for the benefit of certifi- 
cate holders and at their request. The 
petition was accepted for the supreme 
court, taking original jurisdiction, by 
Clerk Whitfield, and service was offi- 
cially accepted by Commissioner Knott. 

The information, presented by G. T. 
Watson, Tampa, counsel for relators, 
charges that the society “insisted upon 
the right to change insurance benefits 
to which members and their beneficiaries 
were entitled under certificates as orig- 
inally issued, by deducting an amount 
equal to the sum of all unpaid increased 
assessment charges imposed as premi- 
ums subsequent to issuance of certifi- 
cates, and at variance with the assess- 
ment rate set out in the original certifi- 
cates, and to which neither the insured 
nor the beneficiaries thereunder agreed,” 
together with compound interest. The 
petition stated this was in violation of 
Florida law. 

In event charges are sustained the 
state treasurer could revoke the license, 
subject to review by court. 

The W. O. W. has taken a dominant 
place in Florida fraternalism, showing 
$10,630,289 in force at the end af 1935 
(1936 figures not yet being available), 
compared to the $29,332,348 of all 28 
fraternals operating in the state at the 
end of 1935. Its members in Florida in 
1935 contributed $256,207. 











Report on Standard Life 


National Secretary John V. Sees of 
the Standard Life of Lawrence, Kan., 
in his annual report shaws adult mem- 
bership 49,897 and juvenile 7,504. The 
adult insurance in force is $41,232,826 
and juvenile $3,776,750. The average 
adult age is 55.3. There are 1,080 
lodges. 





Woodmen Circle National Institute 


Woodmen Circle of Omaha is to have 
a national institute in the head office 
city, Sept. 27-29. Delegates will arrive 
Sunday, Sept. 26 and open house will 
be held in the headquarters building. 
Monday morning there will be a down- 
town parade ending at the city audi- 
torium where National President Talley 
will open the institute and welcome the 
group. That evening a pageant will be 
staged honoring the field workers. More 
than 1,000 members will participate. 
There will be meetings of various 
groups, schools of instruction and sight- 
seeing Tuesday and Wednesday. The 
banquet will be Tuesday night and team 
frolic, which is always the gala affair 
of Woodmen Circle meetings, will be 
given Wednesday night. 





Cochrane Again Under Fire 


DENVER—Activities of the Colo- 
rado department under Commissioner 
Jackson Cochrane will be investigated 
by a special grand jury in session here. 
The district attorney’s office refused to 
disclose the nature of the investigation. 
It was assumed it would touch upon 
matters brought out in a legislative 
hearing last spring concerning the Colo- 
rado Life. That hearing proved fruit- 
less, except for a blast from the house 
committee which criticised conduct of 
the insurance department and recom- 
mended that Cochrane be removed. No 
action was taken. 
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POLICIES 


Continental Rates Up Oct. | 














Will Be on Approximately Same 
Level as Hartford Companies; to Add 
Par Nine 





The Continental Assurance Oct. 1 
will increase rates to approximately the 
same level as the Hartford nonpartici- 
pating companies. While exact rates 
will not be released for about two 
weeks, the increase will be roughly 
equivalent to present rates written at a 
three-year older age, according to the 
Chicago branch office’s bulletin to its 
agents and brokers. 

On Oct. 1 the Continental will also 
begin the writing of participating busi- 
ness as well as nonparticipating and will 
initiate some new policies, among them 
a contract offering double protection to 
age 60. A policy of this type providing 
for example, $2,000 of protection, would 
reduce to $1,000 at age 60. The rate is 
level throughout the life of the contract, 
but even when the protection reduces at 
age 60 the rate per $1,000 is consider- 
ably less than insurance could be bought 
for at the attained age. The effect is to 
provide, in such a case, $1,000 of per- 
manent insurance and $1,000 of term to 
age 60, but by combining the two con- 
tracts it is possible to give a better rate 
than on two separate contracts. 


Sun Life’s “CC” Policy 

The Sun Life of Baltimore has what 
is knawn as the “CC” policy, a special 
low premium contract based on a $2,000 
unit. It provides protection to that 
amount from its issuance until the in- 
sured reaches 60 years of age. At age 
60, the amount is reduced ta $1,000. 
Future premiums are reduced to $12.50 
a year. Some of the agents found that 
their policyholders desired to continue 
at $2,000. The company has prepared a 
rider, which without evidence of insur- 
ability, permits the policyholder within 
one month prior to attaining age 55, to 
convert his policy at that time to a 
whale life policy at age 55 for the orig- 
inal $2,000 insurance at a premium con- 
siderably below the regular whole life 
rate for age 55. 


NEW YORK 


E. D. WARD TO EQUITABLE 


Ernest D. Ward, who has been in 
charge of publicity at the New York 
City office of the New York insurance 
department, has joined the group depart- 
ment at the home office of the Equitable 
Life of New York. Mr. Ward was ap- 
pointed to the insurance department by 
former Superintendent Van Schaick. He 
will be succeeded by Ralph R. Boyer, 
who has been with the department for 
several years. 

















NEW YORK CITY JULY SALES 

The Life Underwriters Association of 
the City of New York announces that 
the estimate of total sales of life insur- 
ance in New York City for July, 1936, 
was $57,655,000 and for July, 1937, is 
$51,092,000. 





U. S. LIFE’S INCREASE 


In the first six months compared with 
that of like period of 1936, the premiums 
of the United States Life increased over 
24 percent while interest and rentals ad- 
vanced 16 percent. The assets aggre- 
gated $7,595,982; and the combined cap- 
ital and unassigned surplus $564,479. On 
July 31 the insurance in force was $45,- 
065,976. 





J. T. Sissel of Muscatine, Ia., was hon- 
ored by a dinner on completion of 25 
years of service with the Prudential. 0. 
E. Hanson, district superintendent, pre- 
sented him with a certificate of award. 
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SALES IDEAS AND SUGGESTIONS 











Prospecting Should be Well 
Studied and Planned 





Frank M. See of St. Louis, general 
agent of the New England Mutual Life, 
who spoke before the Columbus Mutual 
Life convention at Cedar Point, O., was 
educated as a lawyer. He hung out his 
shingle at Nashville, but was dissatisfied 
with the character of his clients that he 
was getting and changed to insurance, 
He was prominent in Tennessee as a 
life insurance man. His present agency 
produces from $3,000,000 to $6,000,000 a 
vear. He had the record of writing 325 
lives in one month. 

In his talk Mr. See said a man or 
woman more than ever depends on what 
he has saved and invested to carry him 
through. Therefore he was very much 
interested in seeing that his savings are 
secure. He said that a person should 
harness his dollars to work for him, In- 
surance comes in to solve the personal 
finance problems of the individual or in 
some ways his business. First save and 
then spend is a good slogan to adopt, he 
averred. Today a person should have 
a plan of saving that recognizes the 
frailty of human nature, one that will 
eliminate frequent reinvestment, one that 
is liquid at maturity without any loss. 
The cost must be reasonable. Therefore 
insurance meets every demand of this 
kind that is made. 


Life Insurance Helps 
Solve Personal Finance 


Mr. See said that insurance helps any 
one to solve his personal finance prob- 
lems. It does not add to but subtracts 
from life’s burdens. He said that any 
intelligent, conscientious, forward look- 
ing person, realizing his responsibility, 
has certain ambitions, obligations, de- 
sires and purposes in life. They are all 
in the making. They are to be fulfilled. 
If a man lives out his allotted years then 
they will probably reach their fruition. 
If not, life insurance helps him to carry 
out what he wishes to accomplish. 

Life insurance, Mr. See said, is born 
of life’s uncertainties. It is based on 
personal affection. It came into being 
because some man loved a woman— 
mother, wife, daughter, sister. He laid 
stress on the necessity of developing the 
ability to find plenty of people who are 
able to buy insurance. When this is 
done then an agent can chart his course. 
The problem before him is always to 
find a market for his output. Chain 
stores study this question of output very 
carefully. When such a store desires to 
locate in a section, it counts the people 
who pass by a certain point that it con- 
siders are potential customers. 


Time is Chief Asset 
of the Salesman 


Mr. See said that a life insurance man’s 
prospects should be of such a character 
that they can be sold without too much 
investment of the agent’s time. Time is 
his main source of capital. The life in- 
surance salesman does not have much 
difficulty in finding prospects if people 
in his community have confidence in 
him. He should study his own various 
relationships. He should ascertain what 
hobbies he has that bring him in contact 
with people, what clubs and organiza- 
tions to which he belongs. Who are the 
Parents of children with whom his chil- 
dren play? Where does he buy his vari- 
Ous wares? Mr. See said that an agent 
should always deal with people in a fair 
and friendly way. He should constantly 
get to know more people. The question 
that an agent should ask himself every 





morning is who is my best prospect to- 
day? Mr. See thinks it is highly desir- | 








FRANK M. SEE, St. Louis 


able to learn to talk to and become easy 
with men of importance. 

Mr. See said that the first rule to fol- 
low in selecting prospects is can he pay, 
and the next, can he pass? Of course, 
a very interesting question to answer is 
does the prospect need life insurance? 
The agent, he said, should carefully 
study the relationships of the prosnect 
as he sits in the center of his activities. 


Life Agent’s Best Prospects 
Are Personal Friends 


Naturally an agent wants to know 
whether a man is within the proper age 
limits. The more ambitious he is the 
greater need he has for life insurance. 
Life insurance sales are made, Mr. See 
said, when minds meet. He deplores the 


sentiment often heard that a life man- 


should not sell to his friends but should 
form contacts away from personal cir- 
cles. He said that the very people that 





should buy life insurance from an agent 
are his best friends. They have confi- 
dence in him and he knows much about 
them. He advised all to ask leading 
questions when they are endeavoring to 
get material to make up a program. In- 
quiries should be made that will give the 
agent the right kind of information. It 
is a good thing, he said, to be on the 
outlook for large lists of prospects, that 
is, those associated with one enterprise 
where the contacts are made by some 
friendly man in the organization who is 
not afraid to recommend the agent and 
his company. It is necessary in such a 
case for the agent to know some of- 
ficial or higherup with whom he is very 
well acquainted and who can be of help 
to him. 


Promising Young Men 
Being Recommended 


Mr. See said that an agent should be 
careful to create a favorable atmosphere 
in an interview. He should be on the 
alert to sense any attitude on the part 
of the prospect that is not friendly. The 
agent should never be artificial. He 
should not ape others, but he should 
study their methods and adapt what he 
can to his own way of doing things. 

Mr. See recommended that a well 
bound book be gotten up and on the 
cover be put “Promising Young Men of 
St. Louis.” This can be used for any 
city, section or state. Then he goes to 
leading men and asks them if they will 
tell him who they think are some of the 
most promising young men of their ac- 
quaintance. The list, he said, should be 
gotten from older and more important 
men. Then Mr. See asks his man to 
write these names down in the book and 
endeavors if possible to have him place 
his name after these. A high school 
principal or superintendent of schools is 
asked for a list of promising children. A 
superintendent may feel that too many 
children of richer families are going to 
college, but there should be a chance for 
some who have not the means to go. 
Then Mr. See takes these names to the 
father, shows him what the superin- 
tendent has done and suggests an edu- 
cational policy. Mr. See advised agents 
to take advantage of unusual incidents 
and accidents. The first baby, he said, 
is the best insurance salesman. New- 
comers in a community do not have in- 
surance ties and theretore they make 
good prospects. 








Insurance Saves Estates 





A comprehensive study of a large 
number of estates which are now a mat- 
ter of public record, reveals many inter- 
esting facts and object lessons, N. C. 
Litwack, leading producer New Jersey 
agency of W. A. White, Newark, for 
the John Hancock Mutual Life, told 
members of the Credit Retailer’s Asso- 
ciation of America at the annual con- 
vention in New York City. He talked 
on “Problems of Business, Trusts, 
Wills and Estates and Effects with Life 
Insurance.” So great have records 
shown the shrinkage in property to be 
that too much emphasis cannot be 
placed upon the importance of proper 
advance planning to hedge against the 
heavy inroads made by taxation, admin- 
istration costs, improper drafting of 
wills and other avoidable and reducible 
destructive factors, he said. 

“Many ‘business men fail to realize 
the seriousness of the situation,” said 
Mr. Litwack, “perhaps because they 
lack factual knowledge, or because they 
feel that the problems of income tax 
are of paramount interest to them and 
that consideration of death taxes might 
be neglected as not being imminent. 

“Recognizing this serious need for 











cash, many men have advisedly. pro- 
cured insurance on their lives so that 
the event that will create the costs will 
also automatically supply the cash with 
which to offset these costs. But the 
procurement of a life insurance policy 
is not enough, for in many instances I 
have seen the insurance so arranged 
that it does the estate little good. 

“Frequently the fund is improperly 
set up so that it is either subject to tax 
itself and thereby reduced in amount, 
or is so payable that it is not available 
for its intended purpose. Where insur- 
ance is necessary to defray death costs, 
it is generally advisable to name the 
wife as beneficiary and the children as 
secondary or contingent beneficiaries, as 
is usually done. 


Arrangement Is Important 


“First, there is no legal obligation on 
the part of the wife, at her husband’s 
death, to use the insurance fund to pay 
estate costs, and secondly, if the wife 
should die prior to the settlement of her 
husband’s estate (and this occasionally 
happens, the insurance proceeds will be- 
came the property of the children. It 
is doubtful that any court would permit 








the use of these funds to defray taxes 
and costs on their father’s estate if the 
children are minors. The manner in 
which the fund is arranged is of vital 
concern and is almost as important as 
the fund itself. 

“Another surprising condition to note 
is the number of men who postpone 
drafting of a will and how many wills 
which are drawn are either antiquated 
documents or instruments which have 
provisions economically unsound and 
inconsistent with the character of the 
property to be dispased of. 


Intestacy Brings Litigation 


“When one neglects to draw a will it 
opens the door to litigation, and sub- 
jects assets to unnecessary and avoaid- 
able costs. A will is nothing more than 
the last written expression as to the dis- 
position of property, which right every 
one has in any state.” 

Mr. Litwack said the cheapest way 
ta pay taxes, it has been proved innu- 
merable times, is through life insurance, 
and $50,000 of insurance expertly trus- 
teed so as to be free of tax may be 
worth to the dependents as much as 
$150,000 of equities subject to tax and 
shrinkage within the estate. 

The wise application of the right kind 
of life insurance, he said, properly un- 
derwritten and treated as a definite unit 
in coordination with an estate structure, 
will do much to assure an estate of 
minimum loss and the family of a back- 
log of guaranteed income. Proper fore- 
thought and counsel will enable one to 
adopt the right measures to reduce the 
mortgage placed on the assets by estate 
and inheritance taxes and an insurance 
trust will liquidate the balance. 








GALES IDEA 


OF THE WEEK 





Ways of Building Prestige 
Given at Hancock Meet 





WHITE SULPHUR SPRINGS.— 
Building prestige was discussed at a spe- 
cial session at the John Hancock Mutual 
Life agency leaders convention at White 
Sulphur Springs. John Hoover, Colum- 
bus, O., formerly in the investment busi- 
ness, said that the salesmen making the 
most money are those who do a good 
job for buyers who in turn are willing 
to recommend them to their friends. Mr. 
Hoover observes the trends of the times 
in selling. After the depression when 
he entered the life insurance business he 
knew that people who had money were 
not investing in securities. While other 
insurance men talked in terms of invest- 
ments he talked in terms of annuities, 
and retirement plans. Despite this he 
actually sold more protection plans than 
he did investments. The tax situation 
proved to be a real problem so Mr. 
Hoover qualified himself to talk on this 
subject. A study of the tax problem 
suggested prospects and there are a 
great many items of interest which can 
be pointed out to the prospect. The 
field is not crowded and tax service 
builds a favorable reputation, 


Studies Settlement Options 


J. N. Desmon, Buffalo, secures his 
prospects on the referred basis. Mr. 
Desmon’s knowledge of settlement op- 
tion and policy provisions helps him 
build prestige as many prospects do not 
realize that the value of their present 
life insurance can be enhanced bv 25 
percent to 40 percent without additional 
cost by the use of settlement options. 
After he analyzes his prospects policies 
he asks for a 30 minutes uninterrupted 
interview in which he fills out a special 
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form giving the cash requirements of the 
on the death of the prospect, 


family 
minimum family income requirement 
for various periods, amount 
for education of his children, 
income desired, etc. 


retiremen 


cases 
$10,000. 
Calls on Premium Due Date 


Ransom Jackson, Little Rock, 


holders on premium due dates. It no 


only gives him a good persistency record, 
but he gets. a number of leads in this 


way. 
Corinne Loomis, women’s divisior 
manager of the Clark Agency in Boston 


told how a wife may be of immeasurable 
One wife 
prospects for her husband by 


help in aiding her husband. 
secures 
keeping a card index and writing dow: 
all the information she can collect fron 
newspapers, 
conceivable 


source. Another 


family finances satisfactorily. 


The necessity of motivation in selling 
was stressed by John A. Witherspoon, 
Motivation pre- 
talks and 
aids prospects in visualizing insurance. 


Nashville general agent. 
vents dry and uninteresting 


necessary 


Mr. Desmon closes 
better than two-thirds of his programmed 
and the average policy is over 


Ark., 


makes a practice of calling on policy- 


magazines and every other 
woman 
aided her husband by organizing the 


s | universal one. Even the 
t | heart strings, 


Understanding Is Important 
The 


insurance selling was stressed 


t}at the convention of general 
leaders at White Sulphur Springs. 


“In life insurance,” said Mr. Wood, 
“understanding plays an important part 
1 |—not mere technical knowledge—not an 


| life 
other 


insurance solves them, 


1 | grows by successful experiences. 
1 | one has constructed this philosophy, 


ciety, understanding is beyond 


depth. 





In spite of a man’s income class the de- 
sire to protect wives and children is a 
hard-boiled 
buyer can be reached by a jerk of the 


importance of applying under- 
standing to knowledge and skill in life 
by _}. 
Harry Wood, manager of general agen- 
cies of the John Hancock Mutual Life, 
agency 


academic knowledge of needs and how 
and all the 
things we are planning to talk 
about, but a philosophy that ripens and 
Until 
un- 
til he has achieved a conviction about it, 
until he knows something and has ex- 
perienced something about life and 48 
lis 


“The real reason why we sell life in- 
surance today and the real reason why 
all of us buy life insurance is not because 
we are going to die, but because some- 
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one is going to live. Life goes on, prob- 
lems continue and life insurance is the 
answer.” 


Use Cancelled Checks 


Frank M. See, general agent New 
England Mutual Life at St. Louis, 
claims that one of the best sources for 
good prospects is to go over one’s can- 
celed checks and receipted bills, thus 
bringing to mind with whom and what 
concerns he and his family deal. Any 
one with whom a person has business 
relationships, according to Mr. See, 
makes a good prospect. Whenever an 
agent is buying from some one he 
should be kept in mind as a prospect. 





Vision Human Needs 


“Every home is a house of dreams to 
someone, and if we will but humanize 
our contacts, if we will keep before us 
the vision of human needs; and ap- 
proach our prospects in the spirit not of 
what we can get from them, but what 
we can give them—the possibilities of 
the future are unbounded.”—Harry 
Gardiner, New York City general agent 
John Hancok Mutual Life, at conven- 
tion of agency leaders. 





Cummings Is Named 
New President at 
Denver Gathering 


(CONTINUED FROM PAGE 1) 

with the convention either previously or 
afterwards or both. The Pacific Coast is 
well represented. About 100 are here 
from Salt Lake City. The temperature 
has been in the high 80’s and 90’s most 
of the time, but the conventioneers are 
assured that this is a dry heat and en- 
durable. The Denver people are hospit- 
able and cordial. Many head office peo- 
ple are in attendance and numerous com- 
pany luncheons and dinners are being 
held. Many of the Denver general 
agents and managers have been proudly 
showing their head office people through 
the mountains. 

Convention headquarters are divided 
between two hotels and many are lodged 
in a third, so there is a great deal of 
scurrying back and forth but the hotels 
are virtually on the same corner. 

The program has been running off 
smoothly. As usual, sc many events are 
scheduled for Monday and Tuesday that 
by the time the convention proper opens 
morning many of the lead- 
ers are weary. 


Hobbs Named Chairman 


Phil B. Hobbs, Equitable of New 
York, Chicago, was elected chairman of 
the General Agents and Managers Sec- 
tion following the all-day meeting 
Tuesday. He succeeds O. Sam Cum- 
niings. 

Jack Lauer, Penn Mutual, Cincinnati, 
is the new chairman of the Million 
Dollar Round Table, succeeding Grant 
Taggart, the wonder-worker from Cow- 
ley, Wyo. Mr. Lauer is a lively, good 
humored little man and will make the 
round table hum. 

Miss Helen Rockwell, National Life, 
Cleveland, the outgoing chairman of the 
women’s division, was elected the new 
chairman of the women’s Quarter Mil- 
lion Dollar Round Table, succeeding 
Sara Frances Jones, Equitable of New 
York, Chicago. The women producers 
had an all-day session Tuesday. 

T. M. Riehle, for the second time in 
his career, presided at a national meet- 
ing as president. He was appointed 
last December to fill out the term of A. 
E. Patterson. 


Hold Policyholders’ Meeting 

The novel feature of the Denver con- 
vention was the meeting for policyhold- 
ers Tuesday evening addressed by 
Merle Thorpe, editor of “Nation’s Busi- 
ness.” The Denver people had prepared 
well for this event, sending tickets out 
in generous number and advertising in 
the newspapers and elsewhere. With 








an attendance of about 7,000, the Den- 


ver hosts were well satisfied with their 
labors. Mr. Thorpe gave about the 
same speech that he gave at the recent 
annual agency convention of the North- 
western Mutual. Mr. Thorpe is a trys- 
tee of Northwestern Mutual. 

So far as the convention proper went, 
the address of O. J. Arnold, president 
Northwestern National Life, represented 
the greatest thought and _ preparation, 
It was a statesmanlike paper. Much re. 
search had gone into it and although jt 
was long, Mr. Arnold held the close 
attention of his audience. 





Unit Manager System Unchanged 


The Equitable Life of New York's re- 
cent change in field executive setup, in- 
volving discontinuance of the posts of 
territorial superintendents of agencies, 
does not in any way affect the continu- 
ance of the present unit manager sys- 
tem in the agencies, despite a state- 
ment to the contrary about the Equita- 
ble’s Pacific Coast agencies in last 
week’s NATIONAL UNDERWRITER, 


REJECTED RISKS 








Let some one relate the subtle yet 
gruesome details of how he was 
“touched” for $15 or $25. The reaction 
of the listener will invariably be “If 
that fellow only used his ability and in- 
genuity along legitimate lines, he would 
be a big success.” 

The story is told of a young German 
who had been engaged in some other 
business and concluded that he might 
try his hand on life insurance. The 
general agent who appointed him was 
rather skeptical. He lived in a small 
town and he sent him two application 
blanks. In a short time he had these 
filled out and asked for more. He was 
sent 10 more blanks. By the time he 
got well under way he found that one 
of his original two applicants had been 
turned down, he receiving the usual let- 
ter stating that on accaunt of an un- 
favorable inspection report the head of- 
fice regretted it had to decline the case. 
The German agent wrote the head of- 
fice saying: “They tell me that this in- 
spector gets $1 for every person he in- 
spects. I can recommend a good man 
who will charge only 50 cents and he 
will pass every one.” 


Leave standing for the use of laymen 
who are put on insurance programs: 

1. All I know about the insurance 
business is that paying the premium 
keeps me broke. 

2. I am delighted, at last, to have 
the opportunity to talk to an insurance 
man. I have been visited by many in 
my life but I have never had that op- 
portunity before. 


Favorite and exhilarating pastime— 
Reading over the list of salaries pub- 
lished in the daily papers given out by 
the Washington authorities. 








RECORDS 


Pilot Life—The ordinary department 
had one of the best July records in 
history. Submitted business totaled $1,- 
837,140 for an 18 percent increase. On 
the last day 128 applications for a total 
of $329,500 were recovered—the best 
day’s business in history. 





Bankers Life, Neb.—July sales reached 
a volume equalled only in the three 
boom years and year-to-date totals are 
in excess of all previous years save one. 
Missouri sales gained 91 percent in writ- 
ten and 57 percent in paid business in 


July. 


North American Life of Canada— 
_—- 192 percent ahead of his quota 
Martyn, Seattle, Wash., manager, 
“on ame awarded the company’s mid- 
year trophy cup. 














